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Plecker’s 


Galvanized 
Corrugated 


Conductor Pipe 


and 


Eaves Trough 

















Made of Keystone Copper Bearing Steel 


which resists rust and corrosion. When you put them up you can tell your 
customers that they are there to stay for a long time—that they will give many 
years of good service, because, this exceptionally durable metal is less affected by 
weather conditions than others. And the big point to you—they cost little more 


than the ordinary kind. 


Our goods will give satisfaction to you and your customers—why not get this for 
your next job? 


Send your order now 


CLARK -SMITH HARDWARE COMPANY 


PEORIA, ILLINOIS 


Published Weekly, Entered as Second-Class Matter June 25, 1885 at the Post Office at Chicago, Illinois, under Act of March 3rd, 1879 
ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 39 to 41 
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Premier 
construction 
contains 

all the 

latest 

features 

and) 

several 
exclusive ones. 


It has 


many 
selling 
points 

and no 
weak éones. 





| Let us 
tell you 
about 
our agency 
R plan now. 
Healthy, Humid, Heat 


Premier Warm Air Heater Co. 
Dowagiac, Mich. 











The Advantages 
of Selling 
This 


Powerful Heater 


Ye sell a real heater when you sell a 
Niagara. A heater that is high grade 
in all respects. 


Notice the large feed doors and unusu- 
ally large radiating surface. 


The fire pot is very deep and made in 
two sections. 


All the joints are deep cut joints, accu- 
rately fitted, making them gas and dust 
proof. 


The Niagara Warm Air Heater is dis- 
tinctive because of its massiveness and 
exceptional durability. 


These features make it a powerful heater, 
a heater that your customers want. 


Let us send you our 
complete catalog. 





Write us today for particulars 
on agency for our complete line. 


Forest City Fdy. & Mfg. Co. 


Cleveland, Ohio 
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USE THE MANUFACTURER'S HELPS. 


In the comparatively small town of Fre- 
mont, County Seat of Dodge County, Ne- 
braska, a sheet metal works was started 
about five years ago on a very limited scale. 

Within the past few days the people who 
started the business closed a deal for the 
purchase of a two-story brick building in a 
prominent part of the busines section of the 
city. 

The Fremont Furnace and Metal Works 
Company is a family affair. 

It is operated by the three Rump brothers 
and four sons of Henry Rump. 

They are all good mechanics and under- 
stand thoroughly the technique of warm air 
furnace installation. 

Mr. Henry Rump says that business has 
been unusually good since the first of the 
year and that he is unable to understand why 
the public complains of hard times. 

None of the men connected with the Fre- 
mont Furnace and Metal Works Company 
is an extraordinary genius. 

All of them work hard and intelligently. 

They did not succeed in coming up from 
almost nothing in a business way to the 
ownership of an entire building in the busi- 
ness section of their city by a mere fluke of 
chance. 

Their phenomenal increase of business in 
the past year can not be attributed to mere 
luck. 

The only reason they have done so well 
and are doing so well is that they make per- 
sistent and rightly directed efforts to get 
business. 

There is no advertising expert in the per- 
sonnel of this Company, but every member 
of the Fremont Furnace and Metal Works 
Company believes in advertising—believes 


in it with every nerve and cell of his body. 

They go after business in every legitimate 
way. 

They don’t use antiquated methods, nor 
the slow process of word of mouth advertis- 
ing. 

Instead, they take advantage of the vari- 
ous kinds of helps which are devised by the 
manufacturer to quicken sales. 

Every circular, folder, poster and adver- 
tising copy which they receive from manu- 
facturers of the warm air furnace in which 
they specialize and from manufacturers of 
the sheet metal products and builders’ hard- 
ware which are branches of their establish- 
ment, are carefully studied with a view to 
exploiting them to the utmost. 

The Company realizes that all such manu- 
facturers’ helps are designed to increase 
sales and to bring in new customers. 

Therefore, none of the advertising helps 
which they receive are ever wasted. 

They use the intensive newspaper adver- 
tising copy of the manufacturers in a steady 
persistent campaign which covers a wide 
territory tributary to their business. 

Their mailing list is kept up-to-date and 
reinforced by personal solicitation. 

It is the policy of the Fremont Furnace 
and Metal Works Company to give the pur- 
chaser more than he expected. 

In pursuance of this policy, they scrupu- 
lously fulfill every promise at the time they 
make their sale. 

In their five years of development they 
have learned that advertising to be of per- 
manent value must be permanent. 

In other words, they keep their name and 
their commodities constantly before the peo- 
ple of Dodge County. 
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Random Notes and Sketches 


By Sidney Arnold 





My friend, John Peterson of the Ever Hot Manu- 
facturing Company, Maywood, Illinois, tells about an 
Irish farm laborer who was being tried for stealing a 
watch. His employer testified that he had found Pat 
an honest fellow, but other evidence was against him, 
so he was sentenced to jail. 

As his wife left the court in tears a woman friend 
stepped up to comfort her. 


“Oh, now, Katherine,” she said, “don’t take on so. 
Just think what a splendid character Mr. O’Malley 
gave Pat. Sure, if he hadn’t stolen the watch we 
would nivver have known what a fine, honest fellow 
your man was.” 

* * * , 

My friend John Rostermundt of Rostermundt and 
Kuhl, Manning, Iowa, submits the following brief 
dialogue as containing a suggestion for the tired hard- 
ware dealer at the close of a busy day: 


“I’ve borrowed our neighbor’s phonograph for this 
evening.” 

“Giving a party?” 

“No, but I’m going to have one quiet evening at 
home this summer.” 

x * x 

Out in Creshard, South Dakota, where my friend, 
R. O. Bacon of McCloskey Brother & Bacon lives, 
there is a young lawyer who bears the nickname 
“Necessity.” 

Asked the reason for giving the lawyer such a title, 
my friend, Bacon, answered: 

“Because he knows no law.” 

x * * 

There are various ideas as to what advertising is. 
Here is one picked up by my friend, W. I. Buchanan, 
Advertising Manager Malleable Iron Range Company, 
Beaver Dam, Wisconsin: 


“Paw, what is an advertisement ?” 

“An advertisement is the picture of a pretty girl eat- 
ing, wearing, holding, or driving something that some- 
body wants to sell.” 

ok * * 

Repeating a Chinese proverb, Charles E. Strong, 
President Hyfield Manufacturing Company, New 
York City, says: 

“Tt is not the wine which makes a man drunk—it is 
the man himself.” 

“There doesn’t seem to be so many people going to 
Cuba as usual,” remarked a bystander, who heard 
Friend Strong quote the Chinese proverb. 

“No,” he answered, “when you consider the travel- 
ing expenses, it’s just as cheap to stay home and buy 
ig 

* *¢ * 

W. L. Seelbach, Treasurer of The Walworth Run 
Foundry Company, Cleveland, Ohio, stopped in to say 
“Howdy” while in Chicago on his way home from a 
business and pleasure trip. In addition to their regular 
line of registers for warm air furnaces and kindred 
products, the Company has recently brought out a fan 
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operated device for furnaces which I believe is bound 
to be very successful, as it will furnish fresh, cool air 
in the summer and improve the distribution of warm air 
in the winter. 

x * * 

I enjoyed it so much that I am reprinting this tale 
told me by Paul E. Heller of Heller Brothers Company, 
Newark, New Jersey: 

Fred and Pete were arguing the weight of an in- 
flated tire and rim they had removed from a car they 
were laundering. Fred made a guess of fifty pounds 
and Pete raised it to ninety. When they put it on the 
scales they registered only forty-five. 

“T always said them scale was bum,” exclaimed Pete. 
“You seen me pump seventy-five pounds of air into 
that thing myself.” 

*x* * * 

Ned Swift, manager of the Chicago office of the 
Stanley Works, narrates the discomfiture of a brow- 
beating lawyer, who was cross-examining a witness. 

“Now, sir,” he thundered, “you have stated under 
oath that this man had the appearance of a gentleman! 
Please tell the jury how a gentleman looks—in your es- 
timation !” 

“Well—er—a gentleman looks like er—a er—” 
stammered the poor confused witness. 

With unmerciful sarcasm the counsel plunged to the 
attack again. 

“T don’t want any of your ‘ers,’ and remember you 
are on oath! Can you see anybody in the court who 
looks like a gentleman?” 

The witness’ eyes for the first time showed anger, 
and he blared out: 

“Stand out of the way and then perhaps I can. 
You’re not transparent!” 

* *K * 

The point of first importance in advertising is to tell 
the truth, declares T. A. Carroll, Publicity Director, 
E. C. Atkins & Company, Indianapolis, Indiana. 

By way of illustration he quotes an old advertise- 
ment, as follows: 

The late Bill Nye once advertised a cow for sale in 
these words: 

“Owing to ill-health, I will sell at my residence, in 
township 19, range 18, according to government sur- 
vey, one plush-raspberry colored cow, aged 8 years. 
She is a good milker, and is not afraid of the cars or 
anything else. She is of undaunted courage, and gives 
milk frequently. To a man who does not fear death 
in any form she would be a great boon. She is very 
much attached to her house at present, by the means 
of a stay chain, but she will be sold to any one who will 


-use her right. She is one-fourth short-horn and three- 


fourths hyena. I will also throw in a double-barreled 
shot gun which goes with her. In May she generally 
goes away for a week or two and returns with a tall, 
red calf, with wabbly legs. Her name is Rose. I 
would rather sell her to a non-resident.” 
* * * 
A Smile Comes Very Easy. 


A smile comes very easy—you can wrinkle up with cheer 
A hundred times before you can squeeze out a salty tear, 
It ripples out, moreover, to the heartstrings that will tug 
And always leaves an echo that is very like a hug. 

So smile away! Folks understand a smile that is meant. 
It’s worth a million dollars and it doesn’t cost a cent. 





ellie 























15 


Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 
National and Local Business Plans, Problems, and Practices. 





IRVING NATIONAL BANK DECLARES 
BUSINESS OUTLOOK IS BRIGHTER. 


In a well-reasoned analysis of prevailing conditions 
and tendencies the Irving National Bank, New York 
City, says: 

A brighter outlook for renewed business act#ity is 
taken now by more business men than at any time 
during the present year. As the influence of this 
opinion reaches a widening circle of people, the con- 
fidence inspired will itself be a considerable factor in 
stimulating trade, increasing output and rewarding the 
managers of concerns for the improved efficiency of 
organization attained during the era of liquidation 
which seemingly is almost ended. 

It is natural to assume that there must be some fur- 
ther oscillation in price averages before business gen- 
erally can adjust. its sails to new conditions and forge 
ahead on an even keel. 

An illustration of the many readjustments awaited 
is afforded by the iron and steel industry which has 
been slower than other basic industries in adapting it- 
self to the inevitable. 

As average quotations of iron and steel products 
continue to recede, hundreds of special lines such as 
tools and machines of all sorts, hardware, building and 
railroad supplies can probably be made more cheaply, 
thereby in turn lowering the costs of unnumbered arti- 
cles of commerce or services at home and abroad. 

The conviction is gaining ground that profits can be 
good even with lower prices, providing that prices 
governing unit-costs are effectively controlled through 
proper managerial organizations and wise choice and 
training of personnel. 

The railroad situation is distinctly brighter and more 
encouraging than at any time during the present year 
and ultimately must react favorably upon the markets 
for steel, iron, lumber and the many other raw mate- 
rials which will be needed for repairs, betterments 
and new construction. 

Seven groups of commodities advanced during the 
month, namely, breadstuffs, live-stock, provisions and 
groceries, hides and leather, textiles, naval stores and 
miscellaneous products, while six groups, fruits, 
metals, coal and coke, oil, building materials, and 
chemicals and drugs declined. 

There is no question but that the United States is 
now on a firm and strong credit basis as compared 
with the fall of 1920. The reserve position of the 
Federal Reserve System, with a ratio of 65 per cent, 
is higher than at any time in its history, due first, to 
large gold imports, second, to curtailment of re-dis- 
counts for member banks and third, to a shrinkage 
in the circulation of Federal Reserve notes. 





Instead of paying for the name, you are protected 
by the name. 


Western Stove Company Acquires 
Factory Site in California. 

A desirable location beside the Southern Pacific 
Railroad tracks in Stonehurst, California, has been 
acquired by the Western Stove Company. 

A stove factory is to be built on the site and pro- 
duction on a limited scale will be started in the near 
future. 

The prime mover in the enterprise is J. J. Vaughan 
of 2116 Damuth Street, Fruitvale, California, who 
personally has worked out designs for the product 
which the company will manufacture. 





The Time to Buy Is Now. 


The business concerns which suffered most when 
the war boom collapsed were those which found them- 
selves saddled with enormous inventories. 

Having had their finger thus burned, many business 
men are priding themselves on the fact that they have 
now worked down their stocks to next to nothing. 

But is there not danger of carrying this policy too 
far? Any thoughtful business man who looked ahead 
before the end of 1919 and early in 1920 could not 
have failed to realize the risk he was running by over- 
buying and over-production. 

But prices today are on a drastically different level. 
Whereas it manifestly was extremely risky to lay in 
any large stocks at exorbitant prices, little or no risk 
is involved in laying in substantial stocks of materials 
or merchandise which are selling at or under cost of 
production. . 

Those who have or can procure the necessary 
money, should seriously consider entering the market 
right now to cover requirements for some time ahead. 

Of course, in certain industries prices are still ob- 
viously too high and must be reduced. 

But in a great majority of directions the readjust- 
ment has already been most thorough. This is not an 
ideal time to go short of either goods or securities. 

Remember, the best time to buy is when nobody 


wants to buy. 





Trade-Mark Is Registered for 
Gas and Coal Ranges. 


Mascot Stove Manufacturing Company, Chattanoo- 
ga, Tennessee, has secured United States Patent Of- 
under number 
146,222, for the 
trade-mark here- 
146,222. 
The particular description of goods to which it applies 
is gas and coal ranges. Application for registration 
was filed April 15, 1921, and the company claims use 


fice registration, 
with reproduced. 
of this trade-mark since November I, 1912. 
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Selling Paint and Varnish Is a Matter of Knowing the 


Facts and Explaining Them to the Customer. 


More Paint Sales Are Spoiled or Lost Through Ignorance of 
the Facts About Uses of Paint Than for Any Other Reason. 


A conversation reported by a Canadian contempo- 
rary emphasizes the most vital factor in the selling of 
paint and varnish. 

It is reproduced herewith in the belief that its lesson 
will help American hardware dealers obtain bigger suc- 
cess in merchandising paint, varnish, and kindred sup- 
plies. 

Three paint men were sitting in the hotel lobby dis- 
cussing the outlook of the paint trade. 

One was the salesmanager of a large manufacturing 
concern, another was his advertising manager and the 
third, traveling salesman. 


The advertising manager SU NIMLIS NUT UNE. 


had dwelt enthusiastically 
upon the fact that paint ad- 
vertising had at last reached 
a sound, sensible basis in 
which the public were being 
ied to the conviction that 
painting was an economic 
necessity. That instead of 
shouting brands, qualities 
and a thousand and one other 
self-centered slogans, the 
“Save the Surface” campaign 
had brought into use a slogan 
that the public could call their 
own. It announced a fact 
that directly affected and in- 
terested the property owner 
from standpoint of his own 
pocketbook. 

“So far so good,” re 
marked the salesman, “when 
that campaign started I was 
skeptical as to whether it 
would do any good. This 


CUM ULLAL UMUMM LMU TTT 


When you sell paint to a cus- 
tomer, find out for what purpose 
he wants to use it. Suppose, for 
example, that he wishes to refinish 
a tin deck to a porch or house. 

In that case, be sure to tell him 
that paint will not do good service 
on a metal roof if it is applied 
while the metal is hot from the 
sun, as in summer. 

Immediately after a heavy rain 
is a poor time to paint the exterior 
walls of a house because paint will 
not adhere well to damp wood. 

Make it a rule to sell satisfac- 
tion with paint. Therefore, do not 
handle inferior brands. Poor 
paint is the dearest thing your 
customer can buy and the most 
harmful to your interests. 


the paint dealer himself, but the sales clerks, even paint- 
ers who are to a certain extent salesmen.” 

“Tsn’t this cooperative campaign affecting them, 
too?” inquired the salesmanager. 

“Yes and no,” answered the salesman. “Save the 
surfac® carries just one big blanketing conviction to 
the public, but there are thousands of details about 
painting and paint that remain to be carried out in the 
saving of the surface. You know as well as | do that 
in ninety-nine cases out of a hundred the abuse and 
wrong use of paint is due to ignorance rather than wil- 
fulness. 

“T’ve seen more paint sales 
spoiled or lost through ig- 
norance of facts on the part 
of retail sales clerks than for 
any other reason. Paints and 
varnishes are ever y w here 
sold for the wrong purpose. 
People are allowed to buy 
and use them on surfaces 
that are not fit for painting, 
when a little guidance or a 
few helpful suggestions on 
the part of the retail sales- 
man might have avoided it.” 

“T believe you're right,” 
broke in the advertising man, 
“if the public after their con- 
viction that painting should 
be done, do not receive the 
full value of their purchases 
through ignorance or lack of 
sufficient knowledge of facts, 
it most certainly is going to 
discount the value of any ed- 
ucational work that the paint 


ill 


AUINNUNUUNUNUOTUUULUTAULUUUAT.UROUNOUNUULTRUUUTUUSUAUATUOUUUG UAL 


summer has Proven tht Ot WI yvUUUtAM NNN +4%tTade is carrying out on a 


only will it do good, but it is 
doing good right now, and everybody is getting some- 


thing out of it, from the manufacturer, the painter and 


the retailer, right down to the consuming public them- 
selves.” 

“T doubted if it could be done, as it has been done,” 
he continued, “but we’ve got the proof in the stimulus 
it has given to business this year. But—there’s a lot 
more to be done, and I believe it can be done pretty 
much the same way.” . 

“What’s on your mind now ?” asked the salesmanager 
with interest. 

“The ‘Save the Surface’ campaign has undoubtedly 
awakened the minds of the public to the need of paint- 
ing and paint,” explained the salesman, “and it has also 
awakened the trade to the extent of its possibilities.” 

“But there still remains a great deal of awakening to 
be done amongst those who sell paint. I don’t mean 


cooperative basis.” 

“You get me right,” remarked the salesman, ’’you’ve 
got the public coming. Now keep them coming with 
good service. While ignorance of painting and paint 
facts exists, it should not be allowed to be an excuse if 
any effort on the part of the trade can eliminate it.” 


“Whew——!” exclaimed the advertising man, “to 
think of the tons and tons of literature that every paint 
house has scattered broadcast throughout the country 
and then have this thrown in your face. The devil of 
it all is that I know it’s only too true. It makes a fellow 
feel as though the job of advertising manager is put 
on a manufacturer’s list like one of those pretty things 
you put on the plate rail—highly ornamental and that 
about lets you out. We fuss around experimenting 
and testing to get the latest and best information on 
paints and varnishes and that is all the regard that is 
paid to it.” 
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“No man will ever know all there is to be known 
about paints and varnishes,” broke in the salesmanager, 
“but there’s a lot of people selling them that don’t 
know all that they might. No doubt about it that the 
paint and varnish trade could be increased immensely 
if those who sel! them did so on a more intelligent ba- 
sis. More than once, confidence in paint on the part of 
the consumer, has been destroyed through the fact that 
the person selling it has not rendered the service that 
he might have done. Paints and varnishes are not the 
only line that suffer from this cause. Manufacturers 
and the larger stores are recognizing this fact. Efforts 
to remedy this condition are being put in effect by many, 
but these are largely in the embryo stage.” 

“T, with many others, have recognized for a long 
time, that those who sell goods, both wholesale and re- 
tail, must take a deeper interest in them. Successful 
merchandising no longer consists of piling up a sales 
record, it involves rendering the most intelligent service 
possible, if the confidence of the public is to be full) 
gained and retained. And intelligent service cannot be 
rendered without a thorough knowledge of the goods 
sold. 

“The great bulk of the buying public is at the mercy 
of the salesman. He can gain confidence or lose it 
with the character of the service rendered. His busi- 
ness record will grow just in proportion as he renders 
that service which the public seek. 

“The business world is hungry for salesmen who can 
sell with intelligent knowledge of what they are selling. 
If to this they can add initiative and originality of ideas, 
there is scarcely any limit but the sky in chances for 
advancement. Every salesmanager has his weather eye 
constantly set for such men. 

“I know of several likeable young retail clerks, with 
good address and personality that I would like to give 
a try out on my staff, but for one thing; they don’t 
know what they are selling, and they are not making 
any effort to inform themselves so that they can render 
that service that is now a necessary asset to the rising 
salesman. 

“On the other hand, I know of some fellows of less 
brilliant parts who are plugging along steadily, spong- 
ing up every fact and morsel of information they can 
get. If somebody else don’t snap them up for better 
jobs, I will at the first opportunity. 

“So far as any effort on the part of the paint and 
varnish manufacturers to overcome lack of adequate 
knowledge about the service of their goods both with 
the consumer and the salesman is concerned, the prob- 
lem is somewhat different in the two cases. The public 
had no business obligation or interest to cause them to 
take a deeper interest in our products other than that 
set before them by the advertising manufacturer. The 
salesman who has made the selling of goods his busi: 
ness should, in his own interests, endeavor to dig for 
every scrap of information possible that will help him 
to render the service he should. 

“After all, it is pretty much up to the individual. By 
his efforts he will either sink or swim. You may lead 
a horse to water, but you cannot make him drink. As 
our advertising manager has just said, tons and tons of 
literature have been thrown at the trade for years, yet 
we find the condition that exists today. There are men 
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who will rise little above the position that they occupy 
today. On the other hand, there are men, who in spite 
of handicaps will, and of their own initiative, rise into 
the trusted position of tomorrow.” 





All Solid Copper Kettle 
Is Good Seller. 

The numerous uses which can be found for such 
an article make the Airtight Copper Kettles, manu- 
factured by Maxwell-Kunin Company, Chicago, IlIli- 
nois, easy to sell and profitable. 

The cover is of spun copper and all the soldering 
is on the outside, leaving the inside clear and smooth. 

These all solid copper kettles are non-explosive and 
fireproof. They are equipped with 5-inch can screw 
and are easily cleaned. 

A special circular fully describing these Airtight 
Copper Kettles can be obtained by writing to the man- 
ufacturers, Maxwell-Kunin Company, Not Incorpo- 
rated, 20640 West Madison Street, Chicago, Illinois. 





Free Display Space Is Offered at 
Hardware Jobbers’ Convention. 

In connection with the convention of the National 
Hardware Association, October 17, 18, 19, 20, 21, and 
22, 1921, in the Marlborough-Blenheim Hotel, At- 
lantic City, New Jersey, an exhibition is to be held 
by the Automobile Accessories Branch of the Asso- 
ciation. 

The displays will be arranged on the “Million Dollar 
Pier,” Atlantic City, and no charge will be made for 
space to exhibitors who are members of the Association 
and who do not exhibit any samples of accessories 
made by firms not associate members of the National 
Hardware Association. 

For the handling, unpacking and removal of exhibit, 
janitor service, large sign, and floor covering, a small 
charge of twenty dollars is made. 

The exhibition will open Wednesday evening, Octo- 
ber 19th and close Saturday afternoon, October 22nd, 
at 1 o'clock. 





American Steel & Wire Company 
Registers a Trade-Mark. 

Under Class 12, construction materials, the Ameri- 
can Steel & Wire Company, Cleveland, Ohio, has ob- 
tained United States Patent Office registration for the 











trade-mark reproduced herewith. The particular de- 
scription of goods to which it applies is plain and gal- 
vanized woven-wire concrete-reinforcement. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





HUNTING SCENE FORMS GAINFUL 
WINDOW DISPLAY. 


Window advertising does not cease to produce re- 
sults with the withdrawal of a particular commodity 
or group of commodities which form the material of 
any particular exhibit. 





.. = - —— 


wiil for the store. 

Therefore, in planning a window display it is well 
to put one’s best thought and talent into the arrange- 
ment, keeping in mind the effect of the window display 
as part of the general factors which serve to institu- 
tionalize the store in the minds of the buying public. 

From this wider angle, there is much to praise in 


| 
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Window Display of Hunting Scene Designed and Arranged by Emil E. Closkey for Weed & Company, Buffalo, New 
York. 


While of course the main object of a window display 
is to sell the goods shown in the window, there is an- 
other aspect to good window advertising which should 
be kept in mind always in considering, planning, and 
executing this form of merchandising. 

The people who are sufficiently influenced by a win- 
dow display to go into the store and buy one or more 
of the articles exhibited are also favorably influenced 
in their attitude toward the establishment as a source 
of supply of other commodities. 

Expressed in a different way, this signifies that win- 
dow advertising is not confined in its value to the sale 
of the goods on display. 

It has a wider function. It serves to build good 


the hunting scene window display reproduced in the 
accompanying picture. It was devised and put in place 
by Emil E. Closkey for Weed & Company, Buffalo, 
New York. 

The scene is not overloaded with details nor its 
realism lessened by the introduction of too many hunt- 
ing supplies. 

Instead, Mr. Closkey has succeeded in cleverly sug- 
gesting ample stocks of things required for hunting 
rather than in showing them. 

The observer gets the impression that Weed & 
Company have all the things which the average sports- 
man would require in a scene of this description. 

Hence good will is initiated. The prospective cus-. 
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tomer gets a favorable impression and good will is a 
composite of countless small units of favorable im- 


pressions. 





Trade Opportunities in 
Foreign Lands. ; 

The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


35349.—An American citizen with offices established in 
Hungary desires to secure the representation of firms for the 
sale throughout all the Balkan States of agricultural machin- 
ery and implements, and tin plate. Terms: Cash on delivery. 
Quotations: C. i. f. European port, preferably Trieste. Sample 
lines to be forwarded when possible, and in every case cata- 
logues, price lists, and details as to terms, etc., should be 
given in first letter. References. 

35354.—A mercantile company in Southwest Mexico de- 
sires to purchase large quantities of hardware, and in general 
a supply of all material used in building a harbor. Quotations 
should be given c. i. f. Mexican port, or f. o. b. point of ship- 
ment. 

35355.—The secretary of a commercial organization in 
Canada wishes to secure an exclusive agency for the sale of 
patented novelties, preferably in hardware. 

35360.—A mercantile firm in Italy wishes to secure an 
agency for the sale of sporting goods. Quotations should be 
given c. i. f. Genoa or Naples. Terms to be arranged through 
American banks. References. 

35370.—An engineer in Scotland desires to have manufac- 
tured by an American firm a ship heating and ventilating plant. 
The inquirer holds United States patents. References. 





Coming Conventions. 


Southern Association of Stove Manufacturers, quarterly 
meeting, Signal Mountain Inn, Chattanooga, Tennessee, Sep- 
tember 19 and 20, 1921. W. H. Cloud, secretary, 216 Glen- 
dora avenue, Louisville, Kentucky. ; 

American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, October 
17, 18 and 19, 1921. Fred D. Mitchell, Secretary-Treasurer, 
4106 Woolworth Building, New York City. ; : 

National Hardware Association and auxiliary associa- 
tions, Marlborough-Blenheim Hotel, Atlantic City, New Jer- 
sey, October 17, 18 19, 20, 21, and 22, 1921. T. James Fernley, 
Secretary-Treasurer, 505 Arch Street, Philadelphia, Pennsyl- 
vania. 
The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 17, 18, 19, 1922. 
Exhibition at Convention Hall in charge of Louis W. Shouse. 
Headquarters, Coates House. Sessions in Century Theatre. 
H. J. Hodge, Secretary, Abilene, Kansas. —a 

Pacific Northwest Hardware and Implement Association 
Convention, Davenport Hotel, Spokane, Washington, Januarv 
17, 18, 19, 20, 1922. E. E. Lucas, Secretary, Hutton Building. 
Spokane, Washington. ; 

Oregon Retail Hardware and Implement Dealers’ Associa- 
tion Convention, Imperial Hotel, Portland, January 24, 25, 26, 
27, 1922. E. E. Lucas, Secretary, Hutton Building, Spokane, 
Washington. oe. 

Kentucky Hardware and Implement Association, Jeffer- 
son County Armory, Louisville, Kentucky, January 24, 25, 26, 
and 27, 1922. J. M. Stone, Secretary-Treasurer, Sturgis, 
Kentucky. / 

Indiana Retail Hardware Association, Convention and 
Exhibition, Athenaum Hall, Indianapolis, January 24, 25, 26, 
27, 1922. G. F. Sheely, Secretary, Argos. ; 

West Virginia Hardware Association Convention and 
Exhibition, Wheeling, January 31, February 1, 2, 1922. James 
B. Carson, Secretary, 1001 Schwind Building, Dayton, Ohio. 

Iowa Retail Hardware Association Convention and Ex- 
hibit, Coliseum, Des Moines, Iowa, February 6, 7, 8 and 9, 
1922. A. R. Sale, Secretary-Treasurer, Mason City, Iowa. 

Nebraska Retail Hardware Association Convention, Lin- 
coln, February 7, 8, 9, 10, 1922. George H. Dietz, Secretary, 
414-417 Little Building, Lincoln, Nebraska. : 

Michigan Retail Hardware Association Convention and 
Exhibit, Grand Rapids, Michigan, ressuney 7, 8, 9 and 10, 
1922. Karl S. Judson, Exhibit Manager, 248 Morris Ave- 
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nue, Grand Rapids, Michigan. A. J. Scott, Secretary, Ma- 
rine City, Michigan. ‘ 

Wisconsin Retail Hardware Association Convention and 
Exhibition, Milwaukee, February 8, 9, 10, 1922. P. J. Jacobs, 
Secretary, Stevens Point, Wisconsin. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Inc., Convention and Exhibition, Philadelphia Commercial 
Museum, Philadelphia, February 13, 14, 15, 16, 17, 1922. Sharon 
E. Jones, Secretary, 1314 Fulton Building, Pittsburgh. 

Illinois Retail Hardware Association Convention, Hotel 
Sherman, Chicago, February 14, 15, 16, 1922. Leon D. Nish 
Secretary, Elgin, Illinois. 

Minnesota Retail Hardware Association Convention, St. 
Paul, February 14, 15, 16, 17, 1922. H. O. Roberts, Secretary 
1030 Metropolitan Life Building, Minneapolis, Minnesota. 

Ohio, Hardware Association Convention and Exhibition 
ColumLus, February 14, 15, 16, 17, 1922. Headquarters, 
Deshler Hotel. Exhibition, Memorial’ Hall. James B. Car. 
son, Secretary, 1001 Schwind Building, Dayton, Ohio. 

Missouri Retail Hardware Association Convention and 
Exhibition, St. Louis, Planters Hotel, February 21, 22, 238, 
1922. F. X. Becherer, Secretary, 5106 North Broadway, St. 
Louis, Missouri. 

New England Hardware Dealers’ Association Convention 
and am ng | wens ng Mechanics’ Building, Bos- 
ton, Massachusetts, February 21, 22, 23, 1922. Geor . Fi 
Secretary, 10 High Street, and ar 

New York State Retail Hardware Association Convention 
and Exhibition, Rochester, February 21, 22, 23, 24, 1922. Ex- 
hibition at Exposition Park. Headquarters and sessions at 
Powers Hotel. J. B. Foley, Secretary, 412-413 City Bank 
Building, Syracuse, New York. 

Hardware Association of the Carolinas Convention, Win- 
ston-Salem, North Carolina, May 9, 10, 11, 1922. T. W. Dixon 
Secretary-Treasurer, Charlotte, North Carolina. ; 

Sheet Metal Contractors’ Association of Indiana, Indian- 
apolis, Indiana, May 15, 1922. Ralph R. Reeder, Secretary 
312 East Sixteenth Street, Indianapolis, Indiana. i 
_ National Association of Sheet Metal Contractors Conven- 
tion and Exhibition in the Athenaeum, Indianapolis, Indiana, 
May 16, 17, 18, and 19, 1922. Edwin L. Seabrook, Secretary 
261 South Fourth Street, Philadelphia, Pennsylvania. 


Retail Hardware Doings. 





- Delaware. 
Moore, Weisbrod, Incorporated, Wilmington, has been 
formed with a capital of $5,000 to deal in tools, hardware sup- 


plies, etc. Incorporators are Edwin C. Moore, Oak Lane, Penn- 
sylvania; Raymond Weisbrod, Philadelphia, Pennsylvania, and 
Rich L. Weidenbasher, Devan, Pennsylvania. 

Illinois. 

H. T. Jarvis of Bridgeport is moving his stock of hard- 
ware from his building to the south room in the Lewis build- 
ing. 

Indiana. 

The Crawfordsville Realty Company has purchased the 
gan and implement store of C. L. Flowers at Pine Vil- 
age. 

Watt Fogle has sold his hardware stock at Sharpsville to 
Lee Hall of Marion. 


Iowa. 
The annex to the H. & S. Store at Anamosa is completed 
and filled with a full line of kitchen hardware, tinware, etc. 
Michigan. 


Ed S. Smith has sold his interest in the Smith and Bur- 
roughs Sports Store, 114 East Michigan Avenue, Lansing, to 
Verne T. Burroughs, junior member of the firm. The firm 
name will not be changed. . 

C. D. Ferguson has sold his hardware business at Almont 
to Uri Shoemaker and Frank Ring. 

Mrs. J. C. Ballard and Company of Sparta have merged 
their hardware and furniture business into a stock company 
under the name of J. C. Ballard and Company, with an author- 
ized capital stock of $75,000. 

The rebuilt, refurnished, and restocked Ullrich Hardware 
store at Mt. Clemens has been opened for business. 

Minnesota. 

Fred W. Vogel has purchased the Geissel Hardware Store 
at Brewster. 

A new hardware store has been opened in the Engstrom 
Building on Lincoln Avenue, Strathcona, under the manage- 
ment of Olaf Christianson. This hardware store is a branch 
of The Huset Company of Strandquist. 

New York. 

Joe Rand purchased the stock and accounts of the Mat- 
tern, Keegan and Gaffney sporting goods store at auction. _ 

The Herkimer Hardware Compartiy purchased the entire 
stock and fixtures of the Richardson Hardware Company of 
Mohawk. The new concern will be known as the Mohawk 
Branch of the Herkimer Hardware Company. 

Wisconsin. 

Miss Nellie McConnell, who for many years conducted 
the McConnell Hardware store at Hurley, sold the business to 
Messrs. A. Schafer and James Summers. 








marginal spacing, paragraphing, and 
clearness of expression coupled 
with brevity,. the advertisement of 
Foster Stevens & Company, repro- 
duced herewith from the Grand 
Rapids Herald, Grand Rapids, 














South Bend 
Surf-Oreno 


T= bait will ap- 
peal to anglers 
who enjoy the sport 
of making ‘em “hit 
on the surface.” 

It is a surface bait— 
easy to ¢ast—with spin- 
ners at both ends which 
create a commotion and 
churn most alluring to 
‘game-fish. 


Comes in 13 standard 
colors at 85 cents each. 
Come in and see it, also 
other South Bend Qual- 
ity Tackle. , 


LIVE HFELGRAMITES 
Splendid catches of bass 
have been reported on this 
bait. We usually have a Sage 
quantity. on hand. 


FOSTER STEVENS & CO. 


GE ee 


Michigan, is a model of its kind. 

There is no needless emphasis of 
words in the text. 

Hence, the advertisement reads 
as smoothly as any piece of news. 

Enough is said about the South 
Bend Surf-Oreno bait to arouse de- 
sire on the part of fishermen who 
love casting. 

The price and number of stand- 
ard colors in which the bait comes 
are set forth in logical sequence to 
the selling argument. 

Foster Stevens & Company’s 
store is well known to the people of 
Grand Rapids. 




















From the point of view of type, 








But many strangers come to 
Grand Rapids who do not know 
where the store is located. 

Moreover, the Grand Rapids 
Herald has a circulation among 
farmers who are within trading dis- 
tance of that city but who may be 
doing their buying elsewhere. 

For the benefit of the farmers 
and visitors, Foster, Stevens & 
Company would do well to add the 
street address of theiz store to all 
their advertisements. 

aS 


There are many people in Grand 
Rapids, Michigan, no doubt, who 
do not know the advantages of the 
Rudy warm air furnaces. 


Therefore, merely reproducing 
the trade-mark of that warm air 
furnace in an advertisement is not 
a sufficient method of gaining new 
customers. 


Of course, there is a certain ben- 
efit to be derived from the adver- 
tisement of the National Sheet Met- 
al Works, reprinted herewith in ex- 
act size from the Grand Rapids 
Herald, Grand Rapids Michigan. 

It serves to keep the name of the 
firm before the public and it tells 
what general classes of work the 
National Sheet Metal Works are 
prepared to do. 

3ut it does not say enough. 

People who already know about 
the Rudy furnace from seeing it in 
operation in the homes of their 
neighbors or friends may go to the 
National Sheet Metal Works when 








Tin Work. 


Citzs. 4323 328 Bridge 





they decide to buy one for their 
own homes. 

In. the numerous cases of those 
who are unacquainted with its mer- 
its, however, there is nothing in 
this advertisement to give them an 
idea of the Rudy furnace. 
Although the space occupied by 
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Sheet Metal Work, Eavestroughing and - 


THE NATIONAL SHEET METAL WORKS 


Bejl 3170 W 









Advertising Help and Comment 


Send Us Copies of Your Advertisements. 
You Get Bigger Results by Advice and Suggestions. 
Service Is Free. Don’t Hesitate to Take Advantage of It. 






Let Us Help 
The 





the advertisement is small, never- 
theless there is room for more defi- 
nite selling appeal. 

By rearranging the type and sub- 
stituting a brief summary of merits 
for the trade-mark, sufficient room 
could be obtained for the statement 
of three or four features of the fur- 
nace. 

*-.© 

The purpose of advertising is to 
sell goods. 

In order to sell goods, it is nec- 
essary to say something about them 
in the advertisement. 

It will not suffice merely to use 
general terms. 

For example, 


HARDWARE 


PLUMBING, STEAM and 
HOT WATER HEATING 


CHARLES A. PETERSON _ - 
87 North Washington Ave. ’ 


to advertise that 














you have food for sale is a poor 
way to reach prospective customers. 

You must tell them what kind of 
food you have so that they may 
know if it is the sort they want. 

This holds true of all commodi- 
ties. 

The weakness of the advertise- 
ment of Charles A. Peterson—re- 
produced herewith from the Battle 
Creek Journal, Battle Creek, Mich- 
igan—lies in its lack of specific 
mention of goods. 

Although the space occupied is 
small, namely, 154 by 334 inches, 
nevertheless there is room for the 





RUDY 


4LOEr 4 = 








presentation of at least one article 
of hardware in general demand, 
with a statement of price. 

As the advertisement now stands, 
it possesses no inducement to go to 
Charles A. Peterson’s store to buy 
hardware or plumbing, steam or hot 
water heating supplies. 
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Warm Air Heating and Ventilating 


Better Installations. 


How to Sell More Warm Air Heaters. 


Reports of Progress in Warm Air Heater Research Work. 


Ventilating Factories, 


Garages, 


Theaters, and Houses. 





ASKS FOR ARGUMENTS FOR AND 
AGAINST INSTALLATION CODE. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

For a number of weeks past there has been appear- 
ing in the columns of your paper letters and articles 
on the question of State laws to regulate the installa- 
tion of warm air furnaces. 

Just how much longer must our friends continue 
with their mud-slinging in regard to the defeated 
Nebraska Code? Is there anything of a constructive 
nature in the many letters these men have been writ- 
ing back and forth? 

If we must have these letters from the several and 
distinguished gentlemen, would it not be better to direct 
their energies in the way 
of an argument for and = 
against the Code? 

It seems to me as an on- 
looker and one interested in 
the ‘subject, that some real 
information of a construc- 
tive nature instead of the 
mud-slinging, would do us 
all more good. 

Evidently there is some 
sentiment among many of 
our well-meaning heating 
contractors, for some kind of 
a law regulating the installa- 
tion of warm air furnaces. 

It is also quite evident that 
a large number of equally 
good men do not favor such 
a law. 

Now why not open the 
columns of your paper to 
the parties interested, for 
their argument for and 
against a State law covering 
the subject? 

It certainly would be in- 
teresting to read from the 
pen of some of our real heating men, just what would 
be gained by such a law, and likewise it would be in- 
teresting to read arguments against it. 


HIWUUUUNUVIWEVUUEUULUVUUOUGUUVUUUUAUCUUUOUL ULLAL 


ciency. 


ter season. 
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i] 


for debate. 


AUINIINTVUTUNOUUUUUUAULSUE HTL UAL 


Personally, I will not declare myself at this writing 
on either side of the subject, but if the argument is 
started, I may take a hand in it, should I be permitted. 
My suggestion would be that the question be put in 
the following words: 

“Will those engaged in the furnace business gain 
or lose by the adoption of State laws governing the 
installation of warm air furnaces ?” 

If the same gentlemen who have been writing the 


INVUIUOIULSAULUUOTVUUUOIVNUEDLUUUUUUUUUUUESUU NOUV SU. ER UYU 


Whatever may be the diversity 
of views regarding the contro- 
versy about warm air furnace leg- 
islation, there can be no doubt 
as to the benefits resulting from 
raising the general level of eff- 


In the main, the people who buy 
and use warm air furnaces have — 
a right to expect a reasonable 
amount of comfort and at least 
sufficient service to make certain 
the continuous operation of their 
warm air furnace during the win- 


The problem which confronts 
the trade, therefore, is how to de- 
vise means to insure the perma- 
nence of these desirable results. 

Whether the object is to be 
attained through legislation or 
through education is a question 


SMALL 


many letters on how and why the Nebraska Code was 
defeated, will answer the question above submitted 
with as much zeal as they have displayed up to date, 
we may learn something worth while. 
Very truly yours, 
H. A. MILLER, 
Manager Furnace Department, 
Cribben & Sexton Company. 

Chicago, Illinois, August 19, 1921. 

Editor’s Note.—The suggestion of Mr. Miller in the 
foregoing letter that we open our columns to argu- 
ments for and against a state law covering the subject 
of warm air furnace installation is very much to the 
point. There is still much sound value in the ancient 
saying, “In a multitude of counsel wisdom is found.” 

Orly by presenting to the 
warm air furnace trade in 
all its branches the various 
opinions and reasonings jn 
favor of or opposition to 
warm air furnace legislation 
can there be that exchange 
of ideas which is essential 
to the development of a gen- 
eral standard. 

No one man knows every- 
thing. Knowledge is a com- 
= plex of many minds and end- 
less study and investigation. 
Effective legislation must be 
based on knowledge. 

To be of use to the trade, 
knowledge must be but- 
tressed by experience. It is 
the fusion of knowledge and 
experience which forms a 
sound basis for intelligent 
legislation. 

Beyond question, the in- 
terests of the warm air fur- 
nace trade are best promoted 
by collective action. Any 
movement or law which has 
for its purpose the raising of standards of service and 
efficiency is certain to redound to the benefit of every 
one connected with the trade. 

The higher the average of service and efficiency, 
the greater will be the rewards to every one who is 
intelligent enough to bring himself up to the higher 
levels established through such agencies. 
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TUNNOUU LANA 


1 
1 


Sul MULLIN 





There are no privileges of the press that are not the 
privileges of the pepole; any citizen has a right to tell 
the truth, to speak it, or write it, for his own advantage 
and the general welfare-—Murat Halstead. 
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Warm Air Heater Manufacturing Company Gives Its 
Dealers Advantage of Thoroughly Tested Publicity. 


Any Warm Air Heater Dealer and Installer Can Get More Business 
by Availing Himself of the Manufacturers’ Advertising Helps. 


There are two ways of looking at the sale of a 
warm air furnace. 

The shortsighted view is to consider the transac- 
tion closed when the money changes hands between 
the manufacturer and dealer or between dealer and 
customer. 

That was the old way in the days of shrewd, horse- 
trading standards of merchandising. 

The new way, the better way, the way which broad- 
ens outward toward enlarged and continuous profits, 
is the way of service. 

A manufacturer’s interest in_his product does not 
cease when it is loaded on the cars and consigned to 


3ut the manufacturer has this combined experience 
plus its embodiment in the best methods of selling. 


He is, therefore, in a position to assist the individual 
dealer to multiply the sale of his products. 


Foremost among the highly resultful methods of 
gaining new customers is advertising. But advertis- 
ing must be properly planned, illustrated, and worded. 


Merely publishing your business card is not genuine 
advertising. To get people to come to you, you must 
give them reasons which will draw them to you. The 
things which you have to sell them must be presented 
in a persuasive and convincing manner. 

It is from this an- 





destination, nor 
when the dealer’s 
check is received as 
payment in full for 
the product. 

On the other 
hand, the dealer’s 
interest in the com- 
modities which he 





WHICH IS THE 
FURNACE? 


gle of the matter 
that the manufac- 
turer’s help to the 
dealer is almost 
priceless. 





Taking for an ex- 
ample the excep- 
tionally clever ad- 





sells does not termi- 
nate with the sale 
and the collection of 
money. 

The dealer who 
wants to stay in 
business and_ con- 
tinue to derive a 


comfortable income 


vertising copy of the 
Premier Warm Air 
Heater Company, 
Dowagiac, M ichi- 
gan—samples of 
which are shown 
herewith—it will be 
perceived that the 
advantagesofa 





from his business 
must give service to 
his customers. 


In the final analy- 3 
sis, prosperity of —_— a 
the various relation- exe 
ships involved de- 





PREMIER 

ome pe oe ree ‘a-— ‘ 

Comme tn cen se for yma wy 
—— 

Ce el 


pends upon satisfy- PREMIER 





warm air furnace 
are set forth in such 
a way and with em- 
phasis upon _ the 
strongest selling 
points that the aver- 
age householder has 
no difficulty in get- 


Dewayne Mack 








customer 
the 
cus- 


ing the 
and increasing 
number of 
tomers. 

Dealer and manufacturer, therefore, have this much 
in common at the outset: The more the manufacturer 
sells and the more the dealer sells, the more both gain. 

The supreme need, therefore, at the beginning, is 
to obtain customers to whom sales can be made. 


Consequently, the quickest and most effective meth- 
ods of securing customers and making sales must be 
adopted by both manufacturer and dealer. 

The individual dealer has not at his disposal the ex- 
perience of all other dealers in the same line who are 
selling the product of the same manufacturer. 


Samples of Advertisements Prepared by Premier Warm Air Heater 
Company. 


ting a clear notion 
of the explanation. 

Now it is true 
that every furnace dealer and installer who handles 
the Premier is familiar with the direct draft, feed sec- 
tion, humidifier, radiator, capacity of air combustion 
chamber, double flanged joints, and other good fea- 
tures of this type of warm air furnace. 

But unless the dealer has special training in setting 
forth such features in the advertising copy, the 
chances are that he would not be able to produce ef- 
fective money-getting advertisements for his own bus- 
iness. 

Here is where the manufacturer is of immense help 
to his dealers. By sending them already prepared 
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newspaper copy and making available cuts for illustrat- 
ing them, he enables the dealers to make a better im- 
pression upon the public. 

The advertisements as shown in the accompanying 
reproduction are fully prepared as regards type, lay- 
out, border, and pictorial aids. There is ample space 
for the insertion of the dealer’s name and address. 


ARTISAN AND HARDWARE RECORD 23 


People judge you by style, neatness, artistry, and 
sincerity of your advertising. 

The manufacturer’s prepared copy actually becomes 
your copy by the insertion of your name, and you 
need feel no hesitancy in assuming the authorship of 
it because by your cooperation you are really part 
author of this form of advertising. 


Advisory Committee on Warm Air Furnace Research 


Lays Out Program for 


Testing Casing Capacity. 


Two General Research Problems Are Occupying the Attention 
of National Warm Air Heating and Ventilating Association. 


Allen W. Williams, Secretary of the National Warm 
Air Heating and Ventilating Association, has just is- 
sued a report of the meeting of the Advisory Com- 
mittee on Warm Air Furnace Research which was 
held June 18th at the University of Illinois, as fol- 
iows: 

Personnel. 

The Advisory Committee was represented by: 

P. J. Dougherty, Chairman, International Heater 
Company, Utica, New York. 

E. B. Langenberg, Haynes-Langenberg Manufac- 
turing Company, St. Louis, Missouri. 

R. W. Menk, Excelsior Steel Furnace Company, 
Chicago, Illinois. 

Roy E. Lynd, Richardson & Boyton Company, New 
York City. 

A. W. Williams, Secretary National Warm Air 
Heating & Ventilating Association, Columbus, Ohio. 

The University was represented by: 

V. S. Day, Research Associate. 

A. P. Kratz, Research Assistant Professor. 

A. C. Willard, Professor, Heating and Ventilation 
and Head of Department of Mechanical Engineering. 

In addition to the above, Dean C. R. Richards was 
present at luncheon and discussed the future research 
program with the committee. 

New Work. 

The Committee found two general research prob- 
lems were occupying the attention of most of the mem- 
bers of the Association. These problems are: 

I. Effect of changes in casing diameter on capacity 
and efficiency of a furnace of any given type, either 
piped or pipeless. Changes in bonnet construction are 
also included in this problem. 

II. Performance data for various types of fur- 
naces. 

Three general types were considered: 

1. Cast-iron. 
(a) Return Flue Radiator. 
1. Top Return Flue Radiator—Ring Type, 
Cast Iron, Steel. 
2. Horseshoe Radiator. 
3. Crescent Radiator. 
(b) Self Cleaning combustion chamber. 
1. Single dome. 
2. Tubular dome. 
(2) Steel. 


(a) Single dome. 
(b) Tubular. 
(c) Dome with crescent radiator. 
3. Special furnaces. 
(a) All furnaces not listed above. 

Note.—Tests should be made on at least 3 sizes of 
furnaces of anyone type. and it was recommended that 
these sizes should include furnaces with 20-inch, 24- 
inch and 26-inch diameter firepots. 

Testing Program. 

The interest in casing diameters seems to be so uni- 
versal that this problem was outlined first, and a test- 
ing program has been laid out. Certain work now in 
progress must be completed, but this will not interfere 
with the starting of the following work the first thing 
this fall. The present piped furnace plant will be 
used, and run on recirculated air. See Bulletin No. 
120. 

I. Run present plant with a plain G. I. casing (un- 
lined) using the most efficient type of recirculating 
duct. 

II. Increase casing diameter 2 inches and make 
leaders and recirculating duct (see No. VII) 100 per 
cent of the free area of the furnace under new con- 
ditions. 

III. Same as II, but increase casing diameter by 
2 inches more, making 4 inches in all. Make leaders 
and recirculating duct 100 per cent of the free area 
of the furnace. 

IV. Decrease casing diameter in 1 by 2 inches, 
and make leaders and recirculating duct 100 per cent 
of the free area of the furnace. 

VI. Same as V, but replace black iron lining with 
corrugated tin and two layers of 10 pounds asbestos 
paper placed directly against G. I. casing. 

VII. Run a test with same conditions as No. I, but 
use a recirculating duct which is 20 inches greater in 
area than was used in No. I. . 

VIII. Straight side bonnet test to be run on most 
efficient casing found in tests No. I to VI. Leaders 
from side of casing. Top of bonnet 14 inches above 
top of castings, and come inside of top. 

IX. Same as VIII, but take leaders from top of 
casing. 

X. A series of tests with (a) centrifugal, (b) pro- 
peller, and (c) desk fans to accelerate air flow in a 
piped furnace plant. 
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Special Note-—Each of the above Io items repre- 
sents a series of not less than 5 tests each, or a total 


of more than fifty tests. 


‘ Future Tests. : ; 
It is proposed to follow the tests on casings with a 


complete investigation of types of furnaces, as listed 
under New Work, Section II. This work will be done 
in the laboratory plant. 

Experimental House. 

The question of equipping an experimental house for 
testing work was discussed at some length. Such a 
house of about 8 rooms’ capacity would make it pos- 
sible to do the following things, which can not be done 
in the laboratory plants. 

1. Check up laboratory tests against actual house 
conditions. 

2. Test furnaces for both inside and outside air 
circulation. 

3. Compare the actual cost, efficiency and success 
of heating the same house, first by a pipeless and 
second by a piped furnace system. 

4. Determine the relative and actual cost of heat- 
ing a house by a warm air furnace, first without, and 
second with humidification of the air in the house. 

5. Secure positive information on the efficiency of 
various humidifying devices and the proper internal 
humidity to be maintained in a house. 

6. Determine whether it is cheaper to keep a house 
uniformly heated or to drop the temperature mate- 
rially at night. 

7. Secure definite data on the effect which wind 
has on a gravity furnace heating system with and with- 
out weather stripping and double windows. 

The experimental house may be either rented (under 
certain conditions) or built to definite specifications, 
but there can be no question as to its value to the fur- 
nace heating industry as a continual source of informa- 
tion for determining proper methods of installation 
and operation of all kinds of warm air furnace plants. 
It is believed that this project should receive the care- 
ful consideration of all members of the Association 
and a definite policy agreed upon as promptly as pos- 
sible. 

Note.—The Committee has reached no definite de- 
cision but the project is being carefully considered and 
suggestions from the membership will be appreciated. 





Excelsior Steel Furnace Company 
Says Business Is Improving. 
To AMERICAN ARTISAN AND HARDWARE REcorD: 
In reply to your favor with reference to the situa- 
tion in the heating line at the present time, we are very 
glad indeed to report that in our judgment the turn 
has been made and that the usual seasonable demand 
for heating apparatus may be expected during the re- 
maining months of the year. In fact our own business 
has shown a decided improvement during the past two 
or three weeks and we anticipate having our capacity 
fully employed during the balance of the year. 
Apparently the pig iron and steel markets have 
reached the bottom and inasmuch as prices on heat- 
ing goods have been greatly reduced during the past 
few months, it would seem that dealers would be justi- 
fied in purchasing the same for their fall requirements. 
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The attitude of the buyers during the past few 
months has undoubtedly been justified as prices in 
many lines were entirely too high and it is of course 
probable that there will be further revisions in prices 
downward in the next year or two but such declines 
will be nominal except on specialties on which quota- 
tions have been maintained by reason of price guar- 
antees covering definite periods and which will soon 
expire. 

With the revival of building which must certainly 
come another spring it would seem that manufac- 
turers of heating apparatus should be able to face the 
future with optimism. 

Very truly yours, 
THE EXxcetsior STEEL FuRNACE CoMPANY. 
A. W. Glessner, President. 





Heating Engineer Joins Sales 
Staff of Carr Supply Company. 

With the advantage of being a practical heating 
engineer, C. L. Burch, Lawrence, Michigan, has joined 
the sales staff of the Carr Supply Company, Chicago, 
Illinois. 

He will travel Michigan and Indiana for the Carr 
Supply Company and is sure of a friendly welcome 
because he is well and favorably known to the trade 
through his former connection with one of the leading 
warm air furnace companies. 





Establishes a Heating and 
Ventilating Business. 

The Midwest Heating and Ventilating Company, 
with headquarters at 158 Morgan Street, Rockford, 
Illinois, has been organized by C. B. Joyce, E. D. 
Bentz, and R. E. Loedberg. 

Ample equipment has been secured to install heat- 
ing and ventilating systems, blowpipe work, smoke- 
stacks, tanks, furnaces and sheet metal work. 

Mr. Bentz has had 23 years’ experience in the sheet 
metal trade. For seven years he was superintendent 
of erection for the New York Blower Company and 
for the past eight years has been general superintendent 
for the Narowetz Heating & Ventilating Company. 





Standard Ventilator Company 
Registers its Trade-Mark. 


After being in use for 12 years as the identifying 
symbol of dependable ventilators and chimney caps, 
the trade-mark of the Standard Ventilator Company, 
Lewisburg, Pennsylvania, has been registered in the 

United States Patent Office. 


STANDARD 


145.015 


As shown in the accompanying illustration, the trade- 
mark is simple, easy to remember, and free from any 
distracting peculiarities. It is applied or fixed to the 
Standard Ventilator Company’s goods by attaching 
thereto metal label on which this trade-mark appears, 
or by stenciling or branding. 



























Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 


Metal Worker Has to Meet 
Send Your Problems to Us. 


Therefore, the Sheet 
Each Difficulty as It Comes. 
Let Our Experts Help You. 





PATTERNS FOR ARCHED 


DASH HOOD. 


By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 

These dash hoods for automobiles can be made vn 


a more shallow arch than a semi-circle. 


Divide all curved lines in equal spaces, and connect 
with triangular lines as shown. Then from points 
2-4-6-8, etc., project lines to intersect the curve of 
side elevation. 

To develop the true lengths, drop lines from 2-4-6-8, 
etc., from side elevation to the horizontal line in dia- 
gram of true lengths. This gives the altitudinal 


’ lengths. 
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Patterns for Arched Dash Hood. 


In fact, the treatment is much the same as a square 
to round transition piece, only here we take an irreg- 
ular shape and have a curve back. 

First draw the side elevation, making the height, 
flare and curve of back as you desire. Then detail 
the front end view to suit this. 


Now pick the triangular lines as 2-3; 3-4; 4-5, etc., 
from end view and set the dotted lines below diagram 
as 3-5-7-9, etc., and set the solid lines above as 
4-6-8-10, etc. 

Draw lines to the proper horizontal point in dia- 
gram, and you have the true lengths. 
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The ‘developed girth is established by picking the 
spaces as 12-10-8-6, etc., from side elevation and set 
them in a line as 2-4-6-8-10 above end view. 

Draw stretchout lines, and then from each poiat 
as 2-4-6, etc., of end view, erect lines to cross those 
in stretchout of similar number. This gives points 
2’-4’-6', ete. 

Attention is called that the numbers in this developed 
girth are reversed, through an oversight. The work- 
men can shift them about to correspond. 

In setting out the pattern draw a line equal to I-2 
of side elevation. Then use the girth spaces as 
1-3-5-7-9, etc., from end view, and use the spaces as 
12-10’; 10’-8’, etc., from developed section for the 
back end. True lengths are picked from diagram. 

The process of reproducing triangles governs this 
entirely. Workmen who are familiar with setting out 
patterns will have no difficulty in this. 


But workmen who are not acquainted with this had _ 


better build up with more simple problems first. Laps 
must be allowed extra. 





South Bend Sheet Metal Picnic 


Is a Big Success. 

The members of the Sheet Metal Workers’ Asso- 
ciation of South Bend, Indiana, are upstanding folk 
who put enthusiasm and energy into the day’s task 
and who, therefore, know how to appreciate play as 
weil as work. 

Naturally, they have healthy appetites—as befits 
such sturdy people. This explains why it required 
two automobile trucks to haul the eatables and re- 
freshments for the members and their families to the 
second annual picnic of the Association at Eagle Lake, 
Cass County, Michigan, Thursday, August 11th. 

In spite of the fact that the day broke with a heavy 
rain, it cleared off about noon and the ninety members 
of the Association family thoroughly enjoyed them- 
selves. 

After partaking of “Hot Dogs” and “Eats” all day 
long, the crowd sat down to a table dinner at six 
o'clock where everything was served that could go 
to make a picnic dinner. 

The various athletic events on the program were 
baseball game between teams headed by J. C. Lauber 
and Andrew Troeger, ending in a victory for Lauber’s 
nine; a rope climbing contest won by W. F. Stock- 
ford and the mitre cutting contest won by O. B. Goss 
of Goss & Voorheis who cut a perfect square mitre, 
winning a pair of circular snips donated by Harry R. 
Jones of Tanner and Company, of Indianapolis, In- 
diana. 

J. A. Harris and Harry R. Jones defeated all com- 
ers in the horseshoe pitching contest. 

In the ladies’ games Mrs. J. A. Harris won the 
wheelbarrow contest and Mrs. Cecil Yates won the 
bean guessing contest. 

Mrs. Harry Miller took first prize in the ladies’ 
ball throwing contest, winning a copper nickel plated 
tea kettle donated by Tanner and Company. 

Other prizes for different events were donated by 
W. F. Stockford, A. D. Mass & Son, Varga Hard- 
ware Company, South Bend Spark Arrester Com- 
pany, J. C. Lauber Company and Andrew Troeger. 
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The picnic crowd started for home well satisfied 
with the outing and eager for the third annual picnic 
time to arrive. 





Government Report Shows Zinc 
Production for Six Months. 

Figures compiled by C. E. Siebenthal and A. Stoll, 
of the United States Geological Survey, Department 
of the Interior, from reports submitted by all zinc 
smelters which operated during the first six months 
of 1921 show that the production of zinc from domes- 
tic ore in that period was 100,781 short tons, and from 
foreign ore 1,744 tons, a total of 102,525 tons, as com- 
pared with 205,269 tons in the last half of 1920 and 
258,108 tons in the first half. The stock of zinc held 


- at smelters and in warehouse June 30 was 94,747 tons, 


having increased from 71,037 tons at the end of 1920 
and 29,892 tons at the middle of that year. 

From the foregoing figures and from the statistics 
of imports and exports as recorded by the Bureau of 
Foreign and Domestic Commerce, it is calculated that 
the apparent consumption for the period was 83,965 
tons, as compared with 147,783 tons in the last half of 
1920 and 175,268 tons in the first half. 

In addition to the zinc produced from ore, 11,950 
tons was redistilled from zinc ashes, skimmings, and 
drosses. Much of this zinc was of grades above prime 
western, and the total, added to the primary output, 
gives 114,475 tons consisting 13,358 tons of “high” 
grade, 1,106 tons of “intermediate” grade, 17,466 tons 
of “select and brass special” grade, and 82,545 tons of 
“prime western.” Electrolytic zinc amounted to 4,617 
tons, as compared with 27,591 tons in the last half of 
1920 and with 24,035 tons in the first half. 

The total number of retorts at plants at which there 
were some operations during the first half of 1921 is 
123,528, as compared with 158,545 at the end of 1920. 
The number of retorts in operation on June 30, 1921, 
was 36,000 as compared with 56,000 at the end of 1920 
and 95,000 on June 30, 1920. 

The average quoted price for prime western zinc at 
St. Louis for the first six months of 1921 was 4.85 
cents a pound, as compared with 7.8 cents for the year 
1920. The price at the beginning of 1921 was 5.6 
cents, but a steady decline brought it to 4.63 cents at 
the middle of April. After rising to 5 cents by the 
end of the month, it again fell by degrees and closed 
the half-year at 4.25 cents. 

The demoralization of the zinc industry during the 
half-year with imports of 7,405 tons, exports of 2,255 
tons and apparent consumption of 83,965 tons, is strik- 
ingly shown by comparison with the two periods of 
1919 and the first half of 1920, when imports were 
nothing, exports from 70,000 to 90,000 tons, and con- 
sumption from 160,000 to 175,000 tons. 

The output of zinc by Belgian smelters in the first 
half of 1921 was 35,858 short tons, as compared to a 
total of 91,542 tons in 1920. The output in June was 
4,817 tons. It is understood that the monthly output 
has been limited by the Federation of Belgium Zinc 
Smelters to 5,000 tons. 

World zinc stocks have been recently stated as about 
160,000 ‘short tons, exclusive of the stocks of sheet 
zinc, of which Belgium is reported to hold 45,000 tons. 
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Greenberg Visits the Shop of E. Z. Mark and Shows 


Him How to Collect Accounts from Laggard Debtors. 


He Tells Him Never to Judge a Customer by the Kind of a Car He 
Drives or the Place He Lives, but to Get His Money When Due. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by J. C. Greenberg, 
Peoria, Illinois. 


When I entered the shop of E. Z. Mark, he had a 
bad spell of the blues. He showed me a letter from 
a concern which demanded the money for a bill of 
goods which he purchased some time ago, and the bill 
was past due. 

“Well, E. Z.,” I said, “this is a simple problem. 
All you have to do is to write out a check, and send 
it to them.” 

“Yes,” he answered downheartedly. “That's easy 
enough if you have the money. But it so happens that 
I have not got the money, 


le 


and I am up against lg S>UIAMUUSVHU LAU 


“You haven't got the 
money ?” I asked in surprise. 
“You are always busy and 
you do a lot of work, can 
it be possible that you are 
not figuring your work 
right ?” 

“No,” he said, “I figure all 
right. You see I do work 
for the best people in town, 
they never stop to argue the 
price. They have plenty of 
money because in nearly all 
cases they are wealthy 
folks.” 

I could not quite under- 
stand him. Here he is, do- 
ing work for the best and 
wealthiest people in town. 
They never argue about 
price, yet he is hard up. I 
thought long and hard. Fin- 
ally I said to him: 

“There must be some mis- 
take somewhere. It cam mot Fill 
be that what you say is true. 

It sounds illogical.” 

“Well,” he admitted, “It does sound queer, but they 
do not pay me on time. I have too much on my 
books.” 

I began to see daylight at once. I began to under- 
stand why he was broke and could not pay his bills. 
He was a poor collector. 

“Why don’t you collect the money which is owed 
you?” I asked. “They are just accounts; they are 
rich. What seems to be wrong?” 

“You see,” he explained, “These rich folks do not 
like to be dunned for money. If I ask them for money, 
I am afraid they will get sore at me, and I will not get 
any more of their work. It is a very delicate thing 
to handle.” 


their bills. 
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ances. 


falls due. 


QUUTIOUVNOUAUUINLLU LU UU 


MUNI 


When you have earned money, 
you are entitled to it by every 
rule of logic and common sense. 
We are living in a democracy and 
the man who is afraid to collect 
his bills because he is timid about 
offending rich customers is more 
of a flunkey than an American. 


Greenberg points out that rich 
people are always willing to pay 
It is only those who, 
in the slang of the day, are “four 
flushers’” who make a fuss when 
you try to enforce collection. 


Many a man driving an expen- 
sive motor car and living in a 
costly apartment is merely hang- 
ing on by the skin of his teeth. 
Don’t be deceived by appear- 
Collect every bill when it 
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“Have you tried to collect from them?” I ventured 
to ask. “What have you done to induce them to pay 
up?” 

“Oh yes,” he answered. “I have sent out 26 letters 
for money and only one paid me a bill amounting to 
$46.00. The others never even answered my letter.” 

“Never answered your letter eh?” I asked. ‘They 
are funny rich folks. Just listen to me, E. Z. I want to 
tell you something that you do not know, and if you 
know it, you do not believe it. You are merely kidding 
yourself about you doing 
work for the best people in 
town. You are fooling your- 
self when you say that they 
are rich folks. I am here 
to tell you that rich folks 
pay their bills. , That is what 
helped make them rich—} 

“That is all bunk,” he in- 
terrupted. “Look at Cum- 
mings the doctor. He has a 
good. practice, drives a Cad- 
illac car, and is a club man 
to boot. Look at the Flush- 
They: have four. cars, 
and own the finest residence 
on the west side. Look at 
Carson the grocery man. He 
is president of a lodge, and 
has a _ frushing business. 
Everyone knows that they 
are wealthy.” 

“You may be mistaken,” I 
explained. “They may only 
appear rich but in reality 
they are not. Never judge a 
customer by the kind of a 
car he drives, or where he 
lives. There are more four flushers driving expensive 
cars than you may imagine. Forget all this. Ask 
anybody, and they will tell you that rich folks pay 
their bills on time. The trouble is that you allow peo- 
ple to blind you with a false front, and you let them 
get away with it. The reason that they do not pay you 
is that they have no money just like yourself. The 
fault really lies in the fact that you are a poor col- 
lector. 

“You have not the courage to insist on payment,” 
I added. “You are a coward to think that they will 
get sore. Let them get sore. Who in sam hill wants 
a customer who does not pay his bills anyway? For- 
get about that. Wade right in and make personal 
calls. Insist on payment because you are entitled to 
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your money. Why be an easy mark? They have no 
right to have work done unless they have the money 
to pay for it. They drive automobiles, and play poker 
all right, but you must wait. You are some business 
man I must say.” 

“This is easier said than done,” he said doggedly. 
“You can tell me all that, but when it comes down to 
real action, even you would fail in the attempts to col- 
lect.” 

“Even as you say,” I remarked, ignoring his last re- 
mark, “suppose they do have lots of money but invest 
it at a profit and make you wait till they have to pay, is 
that business? You are vitally concerned in your own 
business not theirs. Remember that a dollar in the 
bank is worth two on the books. Here you are, hard 
up for money, and a book full of promises to pay. 
Where do you come in on your end. Believe me, there 
are thousands of men like you, E. Z., who are not 
courageous enough to stand up for that right to which 
you are entitled. You will let an automobile with a 
big mortgage on it bluff you into investing your time 
and your material and your labor on a false front which 
gets you into trouble with your supply house. Better 
get out and collect that money. Let them get sore if 
they want to, but you just get what is coming to you. 
You can not do business without money.” 

“No, I can not,” he agreed. “I begin to see where 
you are right about this. I have really taken too much 
for granted, and fell a victim of my own weakness. 
I am going home, dress up, and get after them. Stop 
in and see me before you leave town, will you?” 

I did stop in after five o’clock, and found E. Z. all 
lit up and smiling. He had collected more than four 
hundred dollars. He told me that some of them were 
sore as wet hens, and even threatened never to give him 
another job, but as he put it, “Good riddance to bad 
rubbish.” 

There are too many E. Z. Marks among us sheet 
metal men who are afraid to ask for money. I would 
do as one man does whom I know real well. He sends 
out a statement as soon as the job is done and on it 
he places a rubber stamp which reads as follows: 

“This is not a dun for money. It is to tell you that 
you are entitled to a discount of 5 per cent if paid on 
or before date Nag 

This induces settlement, and is cheaper than a col- 
lection agency. Just try it out and see for yourself. 





C. G. Hussey and Company Publish 
Two Books on Sheet Metal Work. 


Service, in the highest and broadest sense of that 
much-used word, is embodied in the first two num- 
bers of a series of booklets on sheet metal work, 
planned and published by C. G. Hussey and Com- 
pany, Pittsburgh, Pennsylvania. 

Book number 1 is entitled “Eave Trough, Con- 
ductor Pipe, Etc.” This book contains 32 pages and 
is profusely illustrated with line drawings and dia- 
grams, making it very easy for the practical workman 
to understand the text. 

Book number 2 deals with “Copper Cap and Base 
Flashings.” It numbers 21 pages and is thoroughly 
illustrated. Practical information is given with con- 
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structive features on laying sheet copper and cap and 
base flashings, used in connection with slag, gravel» 
grazed tile, and brick roofing. 

Both books are written by William Neubecker, one 
of the foremost authorities on sheet metal work. Mr. 
Neubecker is the author of several standard textbooks. 

Copies of the two books above mentioned may be 
had by addressing C. G. Hussey and Company, Pitts- 
burgh, Pennsylvania. 





Announces Dates of National 
Sheet Metal Convention. 

The officers and members of the Jobbers’ and Sales- 
man’s Auxiliary to the Indiana Sheet Metal Contrac- 
tors’ Association are already busying themselves with 
ways and means to make the 1922 annual convention 
of the National Association of Sheet Metal Contrac- 
tors a noteworthy event in the history of trade organi- 
zation. 

A letter to AMERICAN ARTISAN AND HARDWARE 
Recorp from E. W. Norman, President of the Indiana 
Auxiliary, states that “the Executive Committee in 
charge of preliminaries for the National Convention 
of.the sheet metal contractors announces that the en- 
tire second and third floors of the Athenaeum, Indian- 
apolis, have been engaged for their Annual Conven- 
tion and Exhibit. 

“The date has been advanced to May 16, 17, 18, and 
19, 1922. The Indiana Sheet Metal Contractors’ Con- 
vention will be limited to one day, possibly May 15th.” 





New Whitney Tinner’s Punch Has 
Powerful Leverage. 

Designed in such a way as to afford an uncommonly 
powerful leverage, the new Whitney Tinner’s Punch 
No. 3, shown in 
the illustration 
herewith, has a ca- 
pacity of '%4-inch 
hole through 18 
gauge iron, and punches holes to center of 3% inch 
circle. 

A valuable addition to this tool is the detachable 
gauge for varying lines of holes, as to depth from edge 
of the metal being punched. 

Moreover, the punches and dies are easily and quick- 
ly changed on this tool. Extra punches and dies can 
be had in six sizes, namely, 3-32 to 4 inch, by 1-32nds. 

Further particulars can be obtained from any hard- 
ware or sheet metal supply jobber or from the mak- 
ers, W. A. Whitney Manufacturing Company, 715 
Park Avenue, Rockford, Illinois. 








Starts a New Tin Shop. 

Henry Schaub and Herbert Stockstill have opened 
a tin shop in Sidney, Ohio, and announce their readi- 
ness to do all kinds of sheet metal, roofing, and warm 
air heater work. | 

Both are skilled mechanics and have had considera- 
ble experience in the business. 
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The Discovery of Nickel Steel 
Was an Accident. 

A story told by A. J. Wadhams, assistant general 
superintendent of the International Nickel Company 
of Bayonne, New Jersey, and recently published in a 
press bulletin issued by the Engineering Foundation, 
New York, relates to the manner in which nickel steel 
came to be introduced into modern industry. 

In the early ’80’s, says Mr. Wadhams, a paper was 
printed in London on the possibilities of nickel steel 
and later created considerable interest in the United 
States. 

At this time there was a bad yellow fever epidemic 
in New Orleans. Some one suggested that it might 
be stopped by isolating the patients and keeping them 
at a low temperature. 

A hospital ship equipped with refrigerating ap- 
paratus, moored in the Mississippi River, was the plan 
decided upon. 

Some studies of refrigerating machinery showed 
that one of the difficulties was to get a metal which 
would withstand the corrosive action of ammonia gas. 
The committee of Congress which had the matter in 
charge decided that the new alloy known as nickel- 
steel was the best metal. Thereupon bids were sent 
out for nickel. 

It was found that the world supply of nickel, which 
up to that time had been used principally for coinage, 
was so limited that some new supply would have to be 
found to meet the demand. 

Colonel R. M. Thompson, at that time proprietor 
of the Orford Copper Company, had on his hands a 
so-called copper ore from the Sudbury district of 
Canada, which he found contained a_ substantial 
amount of nickel. 

There were no known methods about 1880 for sep- 
arating nickel from copper as found in these ores. 
Here was an ore which contained the nickel the Gov- 
ernment wanted for the hospital ship but no way to get 
it out. 

Having, however; the courage of his convictions, Col. 
Thompson went to Washington and agree to supply 
the nickel. 

A small blast furnace, through which these ores were 
smelted, was tried with every known flux which could 
be brought to Bayonne, New Jersey, with no results. 

Finally it was agreed that the general accumulation 
of miscellaneous ores, fluxes, and other materials 
would be cleaned up before any further attempt was 
made. 

In the process of cleaning up Colonel Thompson had 
pointed out to him by one of his superintendents a pot 
of metal which had separated when dumped. 

No serious thought was given to this incident, but 
it was sufficiently suggestive to lead to sampling. The 
result showed the nickel in the bottom and the copper 
in the top. 

The question then was, which and what of the in- 
gredients put through the blast furnace, in the process 
of cleaning up, were responsible for the result? 

By a process of elimination the proper combination 
was established. This separating process was known 
from that time on as the “Orford Process.” 
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Japanese Claim to Make Iron 
from Magnetic Sand. 

A new process by which sand iron, or magnetic sand, 
may be converted into pig iron and thence into steel, 
has just been made public by Goro Matsukata and 
Dr. Asobu Naito, according to a despatch from Tokio, 
Japan. 

The discovery, the scientists aver, will not only revo 
lutionize the steel industry in Japan, but of the world. 

The process is carried out by means of combining 
the sand iron with coke, using hot gas flames and 
making ferro-coke, from which iron can easily be 
taken. 
’ Japan has little or no iron in any form which may 
be easily mined, and this fact has made that country 
one of the biggest importers of iron, especially from 
England and the United States. 

Magnetic sand, however, is abundant throughout the 
empire, but was quite useless up to the time of the dis- 
covery of the new process. 

The discoverers claim that the new process will make 
Japan one of the biggest iron producing countries of 
the world, independent of England or the United 
‘States in the matter of iron imports. 





American Steel & Wire Company 
Appoints Sales Agents. 


Notice has been received from F. Baackes, Vice- 
president and General Sales Agent, American Steel 
& Wire Company, that H. S. Durant has been ap- 
pointed sales agent of the Company’s Detroit, Mich- 
igan, office and M. W. Floto has been appointed assist- 
ant sales agent at the same office. 

They succeed M. Whaling and T. J. Usher, Jr., who 
have resigned. 





Whitaker-Glessner Company 
Registers Two Trade-Marks. 

As a means of identification and a pledge of qual- 
ity, the Whitaker-Glessner Company, Wheeling, West 
Virginia, has been using the two trade-marks shown in 
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the accompanying illustrations, for about ten years in 
connection with its production of iron and steel sheets. 
Now the company has secured United States Patent 
Office registration for the trade-marks under Class 14, 
metals and metal castings and forgings. 





The main reason why it is useless to argue with a 
drunken man is because he doesn’t appreciate your 
brains any more than you appreciate his breath.—Port- 
land Oregonian. 














30 





Instructive Notes and Queries 


The Service of This Information Bureau Is Free to 


Our Subscribers and They Are Urged to Use It Freely. 





Notes and Queries. 


Coppered Iron Rivets. 
From Globe Sheet Metal & Furnace Works, 529 Third 
Street, Milwaukee, Wisconsin. 


Please inform us where we can buy 2 lb. coppered 
iron rivets in small quantities. 

Ans.—Central Screw Company, 3500 Princeton Ave- 
nue, Chicago, Illinois. 

| Porch Columns. 
From Matt Schmitt, Weston, West Virginia. 

Please advise me where I can get porch columns 
made of galvanized iron corrugated with capitals and 
bases of cast iron. 

Ans.—Smith Wire & Iron Works, Clybourn and 
Fullerton Avenues, Chicago, Illinois; Union Metal 
Manufacturing Company, Canton, Ohio. 

GasOline Testers. 
From Johnson & Ginthardt, Sheffield, Lilinois. 

Kindly give us the names of firms manufacturing 
gasoline testers. 

Ans.—E. Edelmann & Company, 341 E. Ohio Street, 
Chicago, Illinois; Griebel Instrument Company, Car- 
bondale, Pennsylvania; A. E. Moeller Company, 261 
Simplex, Brooklyn, New York. 

; Wire Arches. 
From Wood & Bailey, Winfield, Iowa. 

Kindly send us the address of firm making wire 
arches for Rambler roses to climb on. 

Ans.—W. W. Barnard Company, 231 W. Madison 
Street, Chicago, Illinois. 

Storage Tanks. 
From E. H. Morton, Hardin Sheet Metal Works, Box 436, 


Hardin, Montana. 
I would like the address of firms manufacturing 


galvanized steel storage tanks from 30 to 200 pounds. 

Ans.—Columbian Steel Company, New England 
Building, Kansas City, Missouri; Gedge Bros. Iron 
Roofing Company, Anderson, Indiana; Nebraska & 
Iowa Steel Tank Company, Omaha, Nebraska; Star 
Tank Company, Goshen, Indiana; Pittsburgh Des 
Moines Steel Company, 40 South Dearborn Street, 
Chicago, Illinois. 

Oil Burners. 

From Gordon Plumbing & Heating Company, Gordon, Ne- 


braska. 
Please advise us the names of some makers of oil 


burners for hot air furnaces, boilers, etc. 
Ans.—American Foundry & Manufacturing Com- 

pany, 701 Kansas City Life Building, Kansas City, 

Missouri; Hall Neal Furnace Company, Indianapolis, 

Indiana; Breeding Heat and Power Corporation, 311 

Vine Street, Cincinnati, Ohio. 

Asbestos Paper—Furnace aaa Regulator 

From Frank Foundries Corporation, Davenport, Iowa. 
Will you kindly give us the names of manufactur- 

ers who make 

1—Asbestos paper for covering furnace pipes. 

2—Paste for use on furnace pipes. 

3—Chain for use on furnace regulators. 


Ans.—1I. Asbestos Products Company, 220 South 
State Street, Chicago, Illinois; Dominion Asbestos & 
Rubber Corporation, 154 Nassau Street, New York, 
New York; Philip Carey Manufacturing Company, 
330 Wayne Avenue, Lockland, Cincinnati, Ohio. 

2. Philip Carey Manufacturing Company, 330 
Wayne Avenue, Lockland, Cincinnati, Ohio; W. H. 
Colebrook & Sons, Syracuse, New York; Wm. Con- 
nors Paint Manufacturing Company, Troy, New York; 
Pecora Paint Company, 4th & Sedgley Avenue, Phila- 
delphia, Pennsylvania. 

3. Columbus McKinnon Chain Company, Columbus, 
Ohio; Corbin Screw Corporation, New Britain, Con- 
necticut ; Bridgeport Chain Company, Bridgeport, Con- 
necticut ; Niagara Falls Metal Stamping Company, Ni- 
agara Falls, N. Y. 


Automobile Radiator Repairs. 


From Gordon Plumbing & Heating Company, Gordon, Ne- 
braska,. 


We are in the market for automobile radiator repairs 
and equipment. 

Ans.—Refer to F. L. Curfman Manufacturing Com- 
pany, Marysville, Missouri; G. & O. Manufacturing 
Company, Replacement Department, New Haven, 
Connecticut. 

Combination Electric and Coal Range. 
From R. B. Fitzgerald, Madison, South Dakota. 

Who makes combination ranges—electric and coal? 

Ans.—Magee Furnace Company, Boston, Massa- 
chusetts, and 72 West Lake Street, Chicago, Illinois. 


Lawn Mowers. 


From Noble Sheet Metal Works, 119 South Stevens Street, 
Rhinelander, Wsiconsin. 


Who makes Colonial Ball Bearing Lawn Mowers? 
Ans.—Coldwell Lawn Mower Company, 62 East 
Lake Street, Chicago, Illinois, and Newburgh, New 
York. 
Repairs for “Everett” Furnace. 


From Smith and Smith, Birch Run, Michigan. 
Please advise us who makes the “Everett” furnace, 


as we would like to get repairs for same. 
Ans.—Magee Furnace Company, 30 West Lake 
Street, Chicago, Illinois. 





J.C. Neuman Is Recovering from 
a Broken Ankle. 


After two weeks in bed as a result of a broken ankle, 
J. C. Neuman, President Sheet Metal Contractors’ 
Association of Illinois, Springfield, Illinois, is back at 
his shop hobbling around on crutches but feeling as 
young as ever. 

Incidentally, in notifying us of a change in his home 
address, he wants to get AMERICAN ARTISAN AND 
HArpWARE Recorp without interruption, saying: “I 
don’t want to miss one of your valuable numbers.” 





Our standard is TO-DAY’s MERIT: We don’t ride on 
our past records. 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,384,441. Sifter. Andrew W. Flannigin, Milwau- 
kee, Wis. Filed Nov. 21, 1919. 

1,384,635. Hot-Air Furnace. Jonathan I. Quarm- 
by, Earl J. Ewing, and Samuel R. Ewing, Lansing, 
Mich. Filed Apr. 18, 1919. 

1,384,642. Can-Opener. Jonathan R. Spencer, 
Long Beach, Calif., assignor of one-half to Frank W. 
Smith, Los Angeles, Calif. Filed Apr. 11, 1917. 

1,384,763. Door-Hanger. Burton S. Jordan, Otta- 
wa, Ill., assignor to J. E. Porter Company, Ottawa, 
Ill., a Corporation of Illinois. Filed July 28, 19109. 

1,384,765. Wrench. Elmer Theodore Knitter, 
Cleveland, Ohio. Filed July 7, 1920. 

1,384,800. Wrench. Oswald Duda, Houston, Tex., 
assignor to Reed Roller Bit Company, a Corporation 
of Texas. Filed Dec. 23, 1920. 

1,384,851. Cover for Cooking Utensils. George J. 
Richardson, Ceres, Calif. Filed Nov. 6, 1920. 

1,384,876. Washing-Machine Mechanism.  Wil- 
liam H. Voss, Davenport, Iowa. Filed July 21, 1917. 

1,384,887. Tool-Handle. John E. Burndahl, Chi- 
cago, Ill. Filed Sept. 27, 1920. 

1,384,890. Animal-Trap. Willis B. Gilmore, Ida- 
ho Springs, Colo. Filed June 1, 1920. 











1,385,149. Steel Fishing-Rod. Homer E. Rawson, 


Chicago, Il]. Fiied Mar. 21, 1921. 

1,385,205. Washing-Machine. Lester H. De Cos- 
ter, Jackson, Mich. Filed Apr. 15, 1920. 

1,385,280. Razor. George S. Sieben, Oak Bluffs, 
Mass., assignor of one-half to Coleman A. Church, 
Oak Bluffs, Mass. Filed Sept. 3, 1920. 

1,385,370. Expansion-Drill. Daniel S. Fox, Deep 
River, Conn. Filed Aug. 14, 1919. 

1,385,385. Saw. Charles O. Messenger, Astoria, 
Oreg. Filed Nov. 30, 1920. 

1,385,404. Washing-Machine. Patrick J. Skeffing- 
ton, New York, N. Y. Filed Jan. 11, 1921. 





The railroads and the government are largely re- 
sponsible for farm progress. They dig out facts in 
their laboratofies and at their experiment stations, 
then send men into the country, not only to tell the 
farmer the facts, but to show him how to use them. 
But we shall make infinitely greater progress, both in 
the science of agriculture and in agricultural methods. 
Farming, I believe, is destined to evolve into a great 
business proposition, conducted by sharp business men. 
—Edison. 
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General Conditions in the Steet Industry. 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 
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of the Markets 


Review of 





INCREASED OUTPUT IS FEATURE 
OF THE STEEL INDUSTRY. 


Demand for iron and steel products has been steady 
during the past week at prices that have either re- 
mained unchanged or have advanced. 

The trade anticipates no slackening of the demand, 
but instead, gradually increasing activity. 

In order to reduce costs of production, the leading 
interest announced a wage reduction of 7 cents per 
hour, effective Monday, August 29th. It is believed 
that other companies and independents will also fall 
in line. 

The lowering of the cost of production with an an- 
ticipated decline of freight rates precludes further ap- 
preciable advance in prices. 

Instead, it is believed, that as soon as production as- 
sumes greater proportions, there will be a general re- 
duction in prices. . 

The industry is now running on a 25 per cent basis, 
and by the middle of September it is expected to be 
operating on about a 40 per cent basis. 

During the past two weeks there has been an in- 
crease in production of about 5 per cent. A number 
of mills are increasing their output and some furnaces 
have been restarted. 

On the whole, conditions during the past week were 
firmer than in some months and numerous inquiries, 
both from foreign and domestic sources, lend color to 
the belief that the market will gradually become more 
active. 


Steel 

For the third consecutive week the demand for steel 
products has held so firm that the average price per 
ton, $49.63, has been maintained. 

Chicago, Philadelphia and other markets, as well as 
the iPttsburgh base markets, have remained especially 
firm during the past week and the buying has been so 
steady that there has been an upward tendency in iron 
and semi-finished material. 

The past week has shown continued irregularities 
in prices, on some products rather more resistance to 
declines, but generally a willingness of producers to 
meet competition. 

The expectation of some increase in operations in 
the fall is general and is based on evidence that many 
consumers have used up their stocks and must buy on 
a larger scale. 

Some new comers into the automobile sheet field 
have made concessions of several dollars a ton to get 
trial orders. 

Wire products are as firmly held as any finished line 
—more firmly than the leading heavy products. 

New business is coming to some important produc- 
ers at up to about 30 per cent of capacity, with indi- 
cations that stocks are small all along the line. 


New car work and car repairs are bringing further 
orders to the mills, but not to the extent producers 
have been led to expect. 

The railroad repair shops have plenty of steel in 
stock and are using it. Cars for the Kansas, Oklaho- 
ma & Gulf will require 5,000 tons of plates, shapes and 
bars. 

A Chicago district car repair shop is in the market 
for 2,500 tons of plates. About 10,000 tons of steel 
will be needed for the repair of 4,950 cars and in- 
quiries for 450 new cars have appeared. 

One of the largest structural steel orders in recent 
weeks was placed with the American Bridge Company 
this week. It was for 3,271 tons of steel for a Los 
Angeles department store and is about the largest or- 
der from the Pacific coast in some months. 

Other current structural orders are small, although 
the market is expected to show increasing activity 
within the next few weeks, especially in regard to 
Western business. 

Building operations are going forward on a large 
scale on the Coast, now that the labor grip on the 
building industry has been broken, and this will result 
in additional orders. 


Copper. 

The process of deflation in copper has been more 
than completed, if a ten-year pre-war average price 
of 16.70 cents a pound is accepted as a working basis, 
which compares with a price of less than 12 cents, 
wholesale, current today. 

The period taken was 1904-1914, and compares with 
an average price of 17.26 cents for the 1901-1920 pe- 
riod. 

Not for 16 years has copper sold as low as it is to- 
day, with the one exception of 1914, when it dropped 
to 11.10 cents for a short period. Not in 17 years has 
the smelter production of copper been so small as at 
present, which was brought about by the wholesale 
shutting down of copper mines throughout the coun- 
try early in the year. 

However, the fact cannot be overlooked that the 
combined consumptive demand here and from abroad 
is only just sufficient to absorb this output today. 

That the price is right can not be disputed, and that 
the public realizes it is evidenced by its willingness to 
finance the carrying of 400,000,000 pounds, approxi- 
mately a third of the country’s surplus, at 10 cents, 
with a release price of not less than 12% cents a 
pound. 

For months Germany has kept its copper and brass 
products mills running full time supplying much of 
the international market and it has been buying our 
copper at less than it cost to produce it. 

Our cheap copper and their cheap production costs 
is the reason. There is no reason why our mills 
shouldn’t work full time also. 
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Consumers operations in the United States are very 
unsatisfactory, but they have begun to improve not 
only in copper, but in iron, steel and other metals. 

The American copper producers can wait and they 
will, as no matter how dull business may be, the clos- 
ing down of their smeliers is now being felt in the re- 
finery output, and the stocks are certain to decrease. 

This has begun already. The outlook is that prices 
will remain steady’ and will firm up when either Eu- 
rope or the United States find they must have copper. 
Tin. 

The price of tin has been dropping steadily from 
the record high in 1918 of $1.10 a pound to 25% cents 
on August 3rd, which is the lowest price recorded in 
more than 17 years and compares with an average for 
30 years back of a trifle over 34 cents. 

The present demand is slight, the world’s stocks im- 
mense, and yet the public is supporting the present 
market through speculative buying and thereby show- 
ing its confidence in the future of tin. 

Production has been curtailed and mining costs re- 
duced. 


Solder. 


No further decline has taken place in Chicago solder 
prices. The quotations now in effect are as follows: 
Warranted, 50-50, per hundred pounds, $19.50; Com- 
mercial, 45-55, per hundred pounds, $18.00; and 
Plumbers’, per hundred pounds, $16.75. 


Lead. 


The average price for lead during the past 30 years 
was 434 cents a pound whereas today it is selling for 
4.40 cents. 

Production costs have been cut to the bone, and mine 
and smelter output to below the rate of consumption. 
Stocks are comparatively small and the market is in a 
strong technical position. The lead industry is again 
on rock bottom and in a healthy condition. 

No more deflation or readjustment is to be made 
there. Demand, especially from the paint trade, is 
fairly good and continuous. 

Most producers have sold their August output and 
are not pushing sales at the current price, although 
September deliveries still are being offered, wholesale, 
at 4.40 cents. This price is not expected to hold if 
the demand increases even slightly. 


Bolts, Nuts and Rivets. 


In the Chicago market, discounts on bolts and nuts 
are not regarded by sellers and practically any figure 
necessary to take the business is being quoted. 

Demand is small and for small lots. The total is 
probably not more than 10 per cent of productive ca- 
pacity and as a result makers are operating their plants 
intermittently. 


Zinc. 

Producers of zinc apparently are not willing to cut 
into reserve stocks at the present market level. Cur- 
rent shipments, small as they are, are taking care of 
those producers who still remain. 

The general attitude seems to be that, with the St. 
Louis price at from 4.15 to 4.20, consumers can take 
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it or leave it, and as the most of them have fairly large 
stocks on hand no special interest is expected. 

Though the market during the past few days showed 
no further weakness, buying is not yet steady or sus- 
tained. 

Chicago prices of zinc in slabs have declined 5 points, 
from $4.65 per hundred pounds, to $4.60. 


Sheets. 


Some mills in the past few days have reported a 
slackening in the demand for sheets, but important in- 
terests report some further improvement, though not 
a great deal. 

In the Chicago district price reductions have oc- 
curred in one pass cold rolled black sheets and in gal- 
vanized sheets. The new quotations on black sheets 
range from $4.20 for No. 18-20 gauge per hundred 
pounds, to $4.50 for No. 29 gauge per hundred pounds. 
Corresponding price reductions are made for galvan- 
ized sheets. 


Tin Plate. 


There are several instances of a sudden increase in 
demand for tin plate, though these increases may be 
only temporary in character. 

It is probably conservatively low to estimate the av- 
erage operation of tin mills at 25 per cent, and the 
average may be close to 30 per cent. The independents 
as a group seem to be operating at about the same rate 
as the leading interest. 

The tin plate market appears to be quite steady at 
the regular price of $5.25 per base box, 100-pounds. 


Old Metats. 


Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $12.00 to $12.50; old iron axles, $17.00 to 
$18.00 ; steel springs, $11.00 to $11.50; No. 1 wrought 
iron, $9.00 to $9.50; No. 1 cast, $12.00 to $12.50; all 
per net tons. Prices for non-ferrous metals are quoted 
as follows, per pound: Light copper, 6 cents; light 
brass, 3.50 cents; lead, 2 cents; zinc, 1.50 cents; cast 
aluminum, 8% cents. 


Pig Iron. 


No. 2 foundry iron has advanced from 50 cents to 
$2 per ton, and the majority of the furnaces are now 
quoting from $19.50 to $22 per ton. 

The blast furnaces throughout the country have sold 
more pig iron in the last 10 to 14 days than during 
any other period of two or three times that duration 
this year. Soft spots are becoming scarce. 
cent advances are being well maintained. 

In the Chicago district this appears to have checked 
orders slightly, but the optimistic sentiment of the 
trade has not changed and there is every reason to be- 
lieve that the lull is only momentary. 

Possibly the greatest activity is being exhibited 
around the Buffalo territory. Here some 35,000 tons 
of iron have been placed in a very few days. The 
price advance has not had any notable effect and the 
interest is broadening. 

One furnace supplying the eastern Pennsylvania ter- 
ritory, selling at prices below those considered to be 
the market in that district, has secured enough busi- 
ness to justify an increase in prices. 


The re- 
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Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal 


prices corrected weekly. 











PIG TRON. 
Chicago Foundry.....-...+- $20 70 
Southern Fdy. No. 2....... 25 67 
Lake Sup. Charcoal....... 34 50 
BEAUNCADIS .ncccccceccccsces 20 70 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $11 25 
Ix 14x20... ccceees 12 25 
IxxX 14280. ccccccece 13 80 
IxxxX 14220... ccccees 15 15 
IXxXxXX DE4RBO. wc cccccces 16 60 
Ic 20X28... ccc eeeee 22 50 
Ix 20x28... cc eeeee 24 50 
IxxX BOESE. ww cccccsee 27 60 
IxXxxX BONDE. ccs ccccese 30 30 
IXXXX 20x28......----- 83 20 


COKE PLATES 


20x28 $13 40 
20x28 13 70 
-IC 20x28 14 05 
IX 20x28 16 25 


Cokes, 180 Ibs.... 
Cokes, 200 lbs... 
Cokes, 214 lbs... 
Cokes, 270 lbs.... 


BLUE ANNEALED SHEETS. 
Base. .cccces -»-per 100 Ibs. $3 60 


Wa. 18-80. ..cose per 100 lbs. $4 20 
No. 22-24.......per 100 lbs. 4 25 
, See per 100 lbs. 4 30 
Be. Bi. vcesweces per 100 Ibs. 4 35 
We. BB. ccccsdses per 100 lbs. 4 40 
We Bi eccsccess per 100 Ibs. 4 50 
GAUVANIZED 
Are per 100 lbs. $4 65 
Ma, 90-88... ican per 100 lbs. 4 80 
No. 2323-234.....0. per 100 Ibs. 4 95 
Seer per 100 Ibs. 5 10 
No. 27. .cccccceePer 100 Ita. § 36 
SR, is.cnan neces per 100 Ibs. 5 40 
Se casa aes per 100 Ibs. 5 90 
BAR SOLDER. 
Warranted, 
50-50........per 100 lbs. $19 50 
Commercial, 
45x55........per 100 lbs. 18 00 
Plumber’s......per 100 Ibs. 16 75 
ZINC. 
In Slabs ....... cocccccoccc cg CO 
SHEET ZING. 


Cask 10tm ...ccescccccccesceeckl 
Less than cask lots....11%-11%e 


COPPER. 
Copper Sheet, mill base...$0 19% 


LEAD. 
American Pig -+-$4 70 
BP covevecccccscscoccccosse 6 EH 
Sheet. 


Full coils.....per 100 Ibs. $7 75 
Cut coils.....per 100 Ibs. 8 00 


TIN. 
Pig tin ..ccccccccccccccccccc8B HC 











HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





CESSORIES. 
ADZES. 
Coopers’. 
Barton’s cccececcccece ..-Net 
White’s ...... coeedcoencoeseuee 
ALARM a 
er doz. 
Big Ben and Baby Ben. Pees 80 
AMOTICR cccccccecsoce coooe 2S 
PGE occcacvaveseedeone -. 28 50 
AMMUNITION. 


Shells, Loaded, Peters. 
Loaded witn Black Powder, 18% 


Loaded with Smokeless 
Powder .....-.. “eeeeeneeceeee 


Winchester. 


keless Repeater Cmte 
—— . onkhe & 4% 


(obebestasbudecaeses & 4% 

Black Powder.......+- 10 & 4% 
U. M. C. 

Nitro Club ...-ccscesees 10&4% 


BETO We ccccccccoccccccc ck Ot® 
New Club ...cccsccces + L0H 


Gun Wads—per 1000. 
Winchester 7-8 gauge 10&74%% 
” 9-10 gauge 10&7%% 
= 11-28 gauge 10&74%% 


Powder. Each 
DuPont's Sporting, kegs..$11 25 
" - % kegs 3 10 

D Pont’s Canisters, 1-lb.. 66 
. kegs.. 22 00 

? % kegs 65 75 

= canisters 1 00 


Hercules “E.C.,” kegs...... 22 50 
Hercules “Infallible,” 25-can 
DED sccousdocesandescasn OO SO 
Hercules “Infallible,” 10-can 
DE  ccsceastwneeeacces O ae 
Hercules “E.C.” and “Infal- 
lible,” canisters......... 1 00 
Hercules W. A. 30 Cal, Rifle, 
GOMMGETD ccccccesccocesoe 1 
Hercules Sharpshooter Rifle, 


GOMMMAEED ccccccccecoocsoe 2 
Hercules Bullseye Revolver, 
SEE cwccasacceessse 2 @ 


ASBESTOS. 
Paper up to 1/16.......10c per Ib. 
Millboard 3/32 to %..10%¢c per Ib. 


Corrugated Paper (250 
sq. ft.)........$6.50 per 100 Ibs. 


Rollboard ........+++.+-1le per Ib. 


AUGERS,. 
Boring Machine... ..40@40&10% 


Carpenter’s Nut............--50% 


Hollow. 
Bonney’s........per doz. $30 00 


Post Hole. 


Iwan’s Post Hole and Well. 
30 and 5% 


Tere eee eee eee 


Vaughan’s, 4 to 9 i 
without handles. oer doz. $14 00 


Ship. 


Ford’s coececcecoceneee 


eoereeeee 


AWILS. 


Brad. 
No. 3 Handled...per des. $0 65 
No. 1050 Handled - 1 40 


Harness. 
Common ...... ee wa 1 06 
Patent ..... weeer ” 1 00 
Peg. 
Shouldered ...... ’ 1 60 
Patented ........ - TS 
Scratch, 


Ne. IS, socket 
Handled .....per doz. $ 2 60 


No. 344 Goodell- 
Pratt, list leas........ 35-40% 


No. 7 Stanley...per doz. $ 2 25 


AXES. 


First Quality, Single 


Bitted (unhandled), 3 to 
© Ti. BOP GOR ccccccccese 14 50 


Good Quality, Single 
Bitted, same weight, per 
Sy whetesedeuenesedvawe 13 00 


BAGS, PAPER, NAIL. 


Pounds .. 10 16 20 26 
Per 1006..$35 00 6 560 760 9 00 


BALANCES, SPRING. 
Universal. 


Sight Spring...... List less 25% 
ND S0éndedne List less 25% 


BARS, WRECKING. 


Ve. & B. NO. 18.2... cccceeee GO 6 
oF eS err 
Ve. & B. Ne. 8864... cccccccccs. OO 
V. & B. No. 80.....cccesccee @ 86 
Vv 


- & B. No. 330...........-. 0 90 


BEATERS. 
Carpet. Per doz. 


No. 7 Tinned Spring Wire. .$1 10 


No. 8 Spring Wire Cop- 
POPOR ccccecccceccccoces 8 


No. 9 Preston..........+. 1 75 


BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base....per doz. $5 56@ 


Cow. 

| PT eee EET 334% % 
Door. Per doz 

New Departure Automatic. .Net 
Rotary. 

3 -in. Old Copper Bell.....Net 

3 -in. Old Copper Bell, 

GOR ccaceecdesdassuxcl vet 


3 -in. Nickeled Steel Bell. .Net 
3%-in. Nickeled Steel Bell. .Net 


Hand. 


Hand Bell, polished........ 
Re een PSE List plus 15-10% 


White Metal...List plus 15-10% 
Nickel Plated....List plus 10% 


 itbetseesssennadcewaoia Net 
Miscellaneous. 
Church and epee steel 
ME éecdakddeunns ocee. 80% 


Farm, Ibs... 40 ‘50 75 100 
Each ....$3 00 375 & 50 7 2: 


BEVELS, TEE. 
ive Rosewood handle, new 


tee reeceeercecccees cee NO 


endl iron handle..........Mets 


BINDING CLOTH. 
ZINC covecccccccccccccsccesecbb% 
BARS occ ceccsccccceceeees cee hOF 











Bar C8 cccvccccccesesccess cMOhe@ 


Patent asst’d,ito4 “™ 85 


Brass, plated.............++-60% 








BITS, 
Auger. 


Jennings Pattern..........Net 
Pere GaPccccesess List plus 56% 
Ford’s Ship...... “ “ 6% 


'rwin .. e+ +0 e85% 
Russell Jennings... ++++-Plus 15% 


Clark’s Expansive........88% % 
Steer’s “ Small list, $22 00. .56% 
7 “ Large “ $26 00..5% 
Irwin Car... .sccecsecveee 35% 
Ford’s Ship Auger pattern 
Car ....-++ee+.. List plus 6% 


BE scdecceccce eccccccces LO® 
Countersink. 
No. 18 Wheeler’s..per oe. $2 26 
No. 20 ” ee 00 


a 

American Snailhead “ 1 
“ Rese «ce * 3 00 

” Fiat cee * 1 

Mahew’s Flat .... “™ 1 

a Gaal ..0 * 1 


Dowel. 
Russe! Jennings......plus 20% 


(imlet, 


Standard Double Cut @ross $8 40 
7 Metal ——_ 


-ese++-Gross $4 00—$5 00 
Reamer, 
Standard Square.....Dos. $3 60 
American Octagon.. “ 8 60 
Serew Driver. 
No. 1 Common........Each 18c 
No. 26 Stanley..... »--Each 70c 


BLADES, SAW. 
Wood. 

Atkins 30-in. 
Nos 40 26 
$8 90 $9 45 $5 40 

Disston 30-in. 


NOB, ...+00-06 66 
$9 45 $10 06 % 46 


BLOCKS. 

Wooden ....ecccccccccceesesBO% 
eer = — 
BOARDS. 

Stove. Per doz 
26x26, wood lined... $14 45 
28x28, - —  eanesses 16 95 
30x30 = ioe 19 00 
26x26, paper lined....... $8 15 

28x28, - w § ~seéseee 9 10 
30x30, - ew §6—peerese 10 80 

Wash. 


No. 760, Banner Globe 
(single) .......per dos, $5 26 


No. 652, Banner Globe 
(single) .......per doz. 6 765 


No. 801, Brass King, per doz. 8 26 
No, — Single—Plain 
Pum 6 265 


BOLTS. 
Carriage, Machine, ete. 
Carriage, cut thread, %x6 
and sizes smaller and 
Shorter ..ccccecececs cc0ce eG 
Carriage sizes a and 
longer than %x6.. -50-10% 
Machine, %x4 and eave 
smaller and shorter.. 60-10% 


Machine, sizes larger and 


longer than %x4....50-10-5% 
GRRE. cicvcosccace eer 
Mortise, Door.” 


Gem, 1FOR.....ccccccccceseed® 
Gem, bronze plated.........5% 


Barrel. 
Wrought ...ccccccseccccese 
Wrought, eects" 





















oT. £00 


roe 





‘ 
r 











“are PTR IE. oa : 
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Flush. 
Wrought .ccccccccccccccses 


Spring. 
Wrought .ccccccccccccccces 
Wrought, heavy........+.e+ 


Square. 
Wrought .ccccccccccccccces 


BOXES. 
Mail, No.... 2 7 10 
Per doz...$18 00 $23 00 29 00 
Mitre. 
Stanley’s....... «+++-Net Prices 
Stearns, No. 2...per doz. $48 00 


BRACES, RATCHET. 
Geotet- Pratt No. 408 ......$4 60 
“ No. 410 ...... 4 80 
7 “ No, 412 ...... 6 00 


Vv. & B. No. 444 8 in...... 4 65 
Vv. & B. No. 333 8 in...... 4 30 
V. & B. No. 222 8 in...... 4 00 
Vv. & B. No. 111 8 in...... 3 50 
VY. @&@ BB Ne 11 8 te.cccee 3 OB 


BURRS, RIVETING. 
Copper Burrs only..30% above list 
Tinners’ Iron Burrs only...... Net 


BUTTS. 

Steel, antique copper or dull 

brass finish—case lots— 
3%x3%...per dozen pairs $2 75 
Em6.cccces we “ = 3 80 
Heavy Bevel steel inside 
sets, case lots— 

sevecenvane per dozen sets 7 50 
Steel bit keyed front door 

OU, GHG oncacccecascss 1 80 
Wrought brass bit keyed 
front door sets, each... 8 25 
Cylinder front door sets, 
each 


$060 0K 0 reKSnaeeeener 7 00 
CALIPERS. 
Double ........ eccccccece Net 
Inside and Outside........... “ 
Wing ..... ee cecccceceocococes - 
CANS. 
Milk. 
Ohio. 
Gals.ccccce & 8 10 
Each .....$3 65 $4 46 $4 70 
Gem 
Giisssces 6 x 10 


Each ....$3 85 $4 95 $5 20 


Jersey or Holstein. 
GaMiccecos & g 10 
Each .....$4 15 $5 60 $5 90 


CAN OPENERS. 
Bee Openers. 


CARRIERS. 
Hay. 
Diamond, Regular...each, Nets 
Diamond, Sling.... - - 


CARTRIDGES. 
See Ammunition. 


CASTERS. 
Standard—Ball Bearing, 
cocccccecccccccccces §6SORIO® 


Common Plate. 
Brass Wheel ........+-+++-15% 


Iron and porcelain wheels, 
ROW © Mat. cccccccccccces CO® 


Philadelphia Plate, new 
ME cccccccceccecccceces ct 


Martin's ...cccceeceecee eee AO& 


CATCHERS, GRASS. 
No. 1608, per doz..........$12 26 
No. 16658, os cocccoccoe 14 O21 


CEMENT, FURNACE. 


American Seal, 5 Ib. cans, net $ 4 
“ 10 Ib. cans, 


” “ 25 1lb.cans, “ 1 37 
Asbestos, 5 Ib. cans.... “ 46 
Pecora, 5 Ib. cans.... “ 45 

ye 10 Ib. cans.... “ 90 


= 25 Ib. cans.... “ 1 87 








CHAINS. 
Breast Chains, 


With Slide......doz. pairs, : ge 
Without Slide. eee os 


Doubleslack...... bed HEY 
With Covert Snaps ” 6 38 
Picture Chains. 
Light Brass, 3 ft. per doz. : = 
Heavy Brass, 3 ft. 
Sash Chain, (Morton’s) 
Steel, per 100 ft. 
] s9+66eRiebecneneeddeoes On 
TeTTTirrrrrTy rere 3 


3 .. 
L nccccccccccccccccsscces 8 60 


Champion Metal.—Extra Heavy. 
BEE scececvccesscadcssscss OD 


Cable Sash Chains. 


Steel...... --List Net Plus 15% 
CHALK, CARPENTERS’. 
i sieamasa keh oa per gro. $2 00 
SE is tes ieaie & Sk at ed - 2 00 
Frere - 1 80 

Common W hite School 
Se aAwtdcnenas = 0 30 
CHIMNEY TOPS. 
oo eee per bag $1 80 
CHECKS, DOOR 
CE ciddgacdbatindiedad Net List 
DEY Saccxvanantieoedur Net list 
CHISELS. 
Cold. 


Good quality, % in., each $0 44 
“ A in., ry 0 28 


Diamond Point. 


V. & B. No. 15, % in........ 0 23 
Vv. & B. No. 15, % in........ 0 48 


FIRMER BEVELLED. 
Berg’s (Swedish). 


%- -inch, per , doz. 6eese0e $4 46 

coccccce 9 GS 

1%. ” = coceccce 

- = va coscceee BT ED 

2%- “ 7 evesueos SO OE 
Round Nose. 

V. & B. No. 65, % in....... Q 38 


Vv. & B. No. 66, % in....... 0 44 


SOCKET FIRMER. 
Berg’s (Swedish). 


%-inch, per doz..... ---$11 96 

—_ = we coccccee 26 96 

1%- “ e: eececees - 28 96 

> * ™ 06600 00% 35 96 
Cape. 

Vv. & B. No. 60, BBcccces 0 29 
Vv. & B. No. 60, ea 0 64 
CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 
Drivers ........List less 35-40% 
Yankee, for Yankee Screw 
BUGVEED cccceccseccosccess $6 00 
CHURNS. 
Anti-Bent Wood, 
BE, cccccceee § 7 10 
Bach ....c0e- $3 00 460 4 85 
Belle, Barrel ..........- 65&7% % 
Common Dash, 
ME, ccccccceces 7 
Per GOS. coccccces :2$17 “00 19 00 
LAMPS. 
Adjustable, 
Martin’a ......e0e- anew 
No. 68, Screw........++..- 
Cabinet. 
BeTOW cccccccccccesesces ~-20% 
Carpenters’. . 


Steel Bar...List price plus 20% 


Carriage Makers’. 
2” wn eee see per doz. $ 7 00 


6” coccesecces ” 14 00 

8” eocccceccoe - 28 00 
Ssh tesacace - 42 00 
Quilt Frame. 


No. 80 Ball and Socket, 

2%” head....per gross $13 00 
No. 60 Ball and Socket, 

3%” head....per gross 14 60 


Hose. 
Sherman’s, aonen %”, per 
GOR sevcccsccccs coccec eG 68 


Double, acess %”, per doz. 1 20 


Saw Filers, 
Wentworth’s, No. 1, $12 png No, 
2, $18 25; No. 8, $16 2 














CLAWS, TACK. DRILLS. 
Wad hdl. No. 10....per doz. $1 15 Bench. 
Forged steel, wood hdl. “ 2 15| Blacksmiths’ Twist (New 
eee " 3 25 Lilet) § .ccccccccces cece ee  fO% 
Giant... .. eereeeee Oe —_— 
Millers Falls No. 12, per 
CLEAVERS. GHG 6davecntecadcncned $52 60 
Family. Millers Falls No. 112, per 
Beatty's, OO <asscccueeeesaseas 32 00 
Sach.csce FP 8 9 10 
Per doz. $2700 2900 88 00 36 00 aie ities 
We. Ohiccccesecsess each $1 60 
CLEVISES. OA  Giiviccénssnsas - .3@ 
Malleable ...ccscccccseeesss 10c Ib. Goodell-Pratt No. 4%.each 3 00 
Goodell-Pratt No. 379. “ 4 00 
CLIPPERS. Reciprocating. 
Carolus. RTT TTT “ 3 320 
BO. Goccccececccessoeseces $2 50 
BO. Becvecccccessece eee 60 3 25 DRIVERS, SCREW. 
We. B.cces scescdevescosees 4 25| Standard ....... srsceeseess Neots 
Lock Ferrule ...cccccscccese ™ 
CLIPS. Clark’s Interchangeable..... “ 
ee ee ee .-65 @ 5% Goodell’s Spiral ....+-«s+++ - 
Yankee Ratchet ....... soe * 
Damper. ” ME awcowssseseess™ 
Standard ..... «++.-per doz. 70c 
TYOY ceccccccccvecs a 38c EAVES TROUGH. 
HERERO ccccccccccccess ” 60c | 70-20% off Standard List. 


ELBOWS—Conductor Pipe. 
COL. » STOVE PIPE. Galvanized Steel, Tin and Terne, 
Lacquered, 


Inches 65 6 7 | Plain Round or Round Corrugated, 


Fancy pattern, 2 to 6 inch, Std. gauge. .60-10-5% 


per doz.... 65c 75c $1 00 


2to6inch, 26 gauge....40-10-5% 
2to6inch, 24 gauge... .15-10-5% 
COMPASSES. 
Carpentere’ ...cccccccscccees 15% | Square Corrugated. 
Standard gauge........ 45-10-5% 
COPPERS—Soldering. BE GAUSS... cccccccceces 30-10-5% 





fing. 
Potates Resins | ELBOWS—Stove Pipe. 
| 





y ecee Ib. 40c | 
; ib cxeedincees oe 48c l-piece Corrugated, Uniform. 
24 = 45c Dos. 
; 55¢ | 5 nen 90s 00se0eseeeeeeseseene oe 
SeMGR cccccccccccccccocess - 1 60 
CORD. T-imeh cancocccccs eccccece oo 8 
Picture. Uniform, Collar Adjustable. 
White Wire .......«.+- --60 & 5% Dos. 
Sash. | 5-inch ococccecoccceecoccoeeee OO 
Spot, Me. T.ccccecess per Ib. 65c| 6-imch ...6.+++++ Oceccccecece 2 00 
ED Ae renee es bd Se TOMED sccdccusnesdeesnaseke 2 60 
COTTERS, SPRING. | SiAMm. cee, 
All ISOS cocccecs coccccceest he | Black Silk Air Drying. 
No. 1, % pt. can with 
COUPLINGS, HOSE. DUNG sexvacesadenacedtus $1 95 
Brass ...... eeeeeesper doz. $2 25 No, 2, 1 pt. can with brush 3 60 


Wire Screen Enamel. 


CRADLES, GRAIN. Black Silk (Black only). 


| 
Morgan’s Grapevine per doz. $45 00 | Per doz. 
| % pt. friction top can....$2 00 
CUT-OFFS. | 1 pt. friction top can...... 3 00 
Standard gauGe......eccseees 35% | 1 qt. friction top can..... 5 40 
WE aa. cvkwessedeues ; 20% | 
FACES, WOOD. 
CUTTERS. 60% off list. 
Glasa. 5 
I ae ees Net | FASTENERS, STORM SASH. 
ae Shroeder’s ........per doz. $1 60 
Meat. MenstNO ..cccesvecse ” 3 oe 
Enterprise—Nos. 6 10 12 ? . 
Each.... $2 50 $4 25 $3 75 FENCING. 
Nos, 22 32 Lawn fence, single space, 
© cee 660 8 60 DORE -ccccusesanvessens $ 12 
Lawn fence, single space, 
Pipe. 42-inch ... egsepzeroscens 10 26 
y ’ space, 
Saunder’s, No. 1 : » )= ee. ee 
Each ...... $1 85 2 76 6 75| Lawn fence, double space, 
GB-EMGM cc ccccccccccccess 13 78 


Slaw and Kraut. Per doz. Field fence, 26-inch, No. 10 
top and bottom 12 filling 26 50 


4-knife Kraut......$20 00-55 00 Same, 6 Giling...-....:.. 33 88 


3-knife Kraut, Field fence, 32-inch, No. 10 
8x27 im. ....+.+- 18 00-18 00 top and bottom 12 filling 30 34 


1-knife Slaw....... 2 60 Same, 6 filling........... 39 43 


2-knife Slaw....... 3 00 FILES AND RASPS. 
Heller’s (American) .......60-5% 


Washer .......--++.- 11 00/ american ......... ieaeusad 60-5% 

APORER cccccccccccccsceces 50-10% 

DAMPERS, STOVE PIPE . Black Diamond...........- 50-5% 

Diamond, Wale cccscccese eecessesse 50-10% 

G-inch .....+++++- per doz. $1 50 Great, Western......... - + -50-10% 

Kearney & Foot...... - -50-10% 

DIGGERS. I iin on cinnicis «see 50-10% 

Post Hole. rr eee -50-10% 

Bureka.........-per doz. $14 60/3 Barton Smith........50-10-6% 

—- Handle (Bu ai sausbes iuaianned ..Net Last 
4-ft. Handle...perdos. 16 0¢ FIRE POTS. 
7-ft. - --perdoz. 20 0f | Clayton & Lambert’s— 

Iwan’s nd pattern @ach ...cces onaece 00 @ $¢é 00 

Per GOs, ...cecesceree 18 Of | Gate City ........- +. each 6 25 





Dividers, Wing ........++++.36% | Gem -+---@ach, $6 75 @ 8 60 
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GALVANIZED WARE. 


Per doz, 
Pails (Competition), 8-qt...$2 00 
DOR, cenasutd ave oo wsewees 2 35 
BO-GE. cocccesesceosscceses 2 50 
BEs 26 00geeescensesisass 2 80 
Wook tube, Ne. 2. .ccccccces 6 50 
ME Me évGs ch 0d 400000000068 7 50 
Se. Dkk stcanceskwanvanemes 8 50 
GARAGE DOOR HARDWARE, 
BOO ccccbietecseccicceer All net 
GAUGES, 
Cream Pail 
Fairmount.......per dos. $3 75 
Marking, Mortise, etc........ 
ecccces eccccccccccccese ccc 
Wire. 
BGMON DT cccccccccescescese 25% 


PRR. 6 cckcvesues 65% and 10% 
GLASS. 
Single Strength, A and B, 
ee reer rere ree 81% 
Double Strength, A and B, 
— rr ee eee 83% 
GLOVES. 
Per doz. 
6-oz. knit wrist gloves..... $1 00 
8-oz. Knit wrist gloves..... 1 20 
10-oz. knit wrist gloves..... 1 45 
GLUE, 
Bulk. 
B Amber.. 


soovccoves OE 386c 
A White.... 40c 


me BG BM cccceses * 33c 
Liquid. 
Army & Navy....... o eee ee 40% 
Le Page’s— 
THE MAM. cccccccccccececRV™ 
 . eee 35 % 
AMG “On dccccccccesesetaes & 
GREASE, AXLE. 
— a 
2 la heteadasatan $13 00 
Hoy , ON egecccccee 8 GO 


Wood Pails. 
a 15 lb. $1.00; 25 Ib. $1.50 


ea. 
Hub Lightning, 15 ib. 90c; 26 Ib. 


$1.21 each. 
GRINDSTONES. 
Family. 
Inches 7 a 18 12 
Prices on application. 
Mounted. 
Ball Rearing.. 3 


1 2 
Prices on application. 


GUNS. 


Iver Johnson Champion Single 
Barrel Shot Guns...........Net 
Daupie Barrel, Hammerless.. “ 


HAFTS, AWL. 
Brad. 


Common -Pper doz. $0 35 


eeeeeee 


Pox. 
Patent, 
Patent, 


Sewing. 
Common 
Patent 


60 
80 


plain top.. 
leather top 


24 
65 


HAMMERS, HANDLED. 
Each, net 

ents, Hand, No. 0, 
oenae casccccccoocoeete OS 
Fla No. 1, 26 og..... 1 85 
Farriers’, No, 7, 7 oz........ 1 41 
Machinists’, No. 1, 7 oz..... 1 06 

Nall 
hay “yg No. 41%, 16 oz., 


re eeeeee 


v. = B., No. 11%, “16 ‘os., 


eereeee 


113 
a —4 City, ‘No. 111%, “ié 
Cnn GRE cccccccecccocecs 94 
Tinner’s Riveting, No. 1, 8 
OB, CBOR coccccccccccee 8 
Shoe, Steel, No. 1, 13 oz., 
SOE ccccccsccocccocccscsne «6 
Tack. 


Magnetic. 
Ne. 5, each......-see+0+ 1 00 


HAMMERS, HEAVY. 
Farrier® = ..ccececcerceees 20% 


Wasons’. 
Eingle and Double Face... .50% 











HANDLES. 
Agricultural Tool. 
4%-inch, plain....per doz. 3 50 
Luger. 


Common Assorted, per doz. $0 75 
Pratt’s Adjustable, Nos. 


1 @ 2 per doz......... 6 60 
ives’ Adjustable...per set 1 35 
Axe. 
Hickory, No. 1....per doz, 4 00 
Hickory, No. 2. 2 50 
lst quality, second growth 6 00 
Special white, 2nd growth. 5 00 
Chisel. 
Hickory, Tanged, Firmer, 
Assorted ........ per doz. 55c 
Hickory, Socket Firmer, 
MHOOTOE ..ccccces per doz. 70c 


Maen PEs. ccccccescscess 40% 
File, assorted........ per doz, 30c 
Hammer and Hatchet. 
Te, BD, BOP GOR ccccceceess $0 80 
Second growth hickory, per 
BO.  eveceucnaceatensaesss 1 40 

Hay and Manure Fork, Han- 
dles, Strap and Ferrule. 
enbeeeaeedeanes per doz. $7 00 

Screw Driver. 
re ee each 6c 

Shovel and Spade............} vet 

HANGERS. 

Door. 
Ee yet 
DD iva dad a bce alaedee aaa yet 
CERF ov ec ctecesecsecas 25% 

Garage Door. 

(See Garage Door Hdw.) 

Conductor Pipe. 

Iwan’s Perfection.......... 50% 

Yaves Trough, 

Oe. Bc ioivaiseveensaases 30% 
po rere 10% 
HASPS. 

Hinge, Wrought, with staples.Net 
HATCHETS 

Per doz. 

Size No. 2 extra quality 
Dt \nihined ce mmaduewed ei $19 00 

Competitive Grade...... 13 00 up 

No. 2 Warranted Shingling 14 25 

Competitive Forged........ 9 75 

MAY RACK BRACKETS. 

Wenzleman’s No. 
eeewocees --per doz. sets $18 00 

Wenzleman’s No. 2 
bev oben --per doz. sets 19 20 

HINGES. 
Blind. 
Clark’s Gravity 
Seb Mvecawce etevened per set 45c 
i Grwvehseandeeenke - 88c 

Gate. 
ae 1 2 3 
Hes & Ltch,ea. 85c 110 2 40 
Hinges only— 

Pn cepadvaadenwcased $1 25 

eee re 1 55 
Latches only— 

i Re ee each 28c 

No. Ea Se ane eer ere - 28c 

Screen Door. 
ee doz. $2 00 
1753 —2%x2% ........ ~ 2 

Spring. 

CHIGRRO ccccccse Add 10% to list 
EE 60 Sessavcucseeseou nna 
PEE wisdenduwecensnds 40% 
are per gross $6 90 
Wrought Iron, 
Per 100 pairs with screws: 
Light Strap Hinges, No. 3 $12 00 
Heavy Strap Hinges, No.4 15 75 
Light T Hinges....No.3 12 10 
Heavy T Hinges...No.4 20 00 
Extra Heavy T Hinges, 
jibtbteabenes eens No.4 21 50 


















Screw Hook and Strap. KETTLES. 

6 to 13 in....per 100 Ibe. $7 76 | Brass ...cccccceccccsccccenes 15% 

14 to 20 tn.... “ ei TONE wedsscsacenaeseee 40&5% 

22 to 36 in.... ” = 2 Per rene per lb, 27 

Mamim ccccccccsccecccees 40&10% 
Screw Hook and Eye. DD: .cctanacdichecennse anne’ 50% 

™% in.........per doz. pair $2 00 

HH Weecccccee * si 3 60 KNIVES. 

MC Cissctcncce - 6 00| Beet Topping. 

Clyde, 9-in. Scimiter Blade 
HOBS. | AREA See cS a ARR CER alli 25° 
GOPGER cccccccvscccccceces o++-Net 
ere 
Buccher, ree be 
HOOKS. Beechwood Handles, ¢” 
Ree SIR Ciiikcccnsacctkee Net LOC Ce 25% 
Beechwoou Handies, 7 
BEGGS cccswvieneceseccesscchO4 
Belt. Berchwood Handies. s” 
BVOWWS .ccccecccceccee SOMES Blade wee esses seers eeeees 25% 
Jones” ...... ececccccess C5R5% Cooper’s a ioe ai kd 25% 
Corn. 

: DD cto itaenmeeeenew 25% 

et . ° 10 13 Disston’s No. 2.......2.+..25% 

Each .....-.. $0 29 0 77 0 86 RN a a a of 

WOGGTOTE wc ccccccccccccc sc SO% 
Bush. Beawine. 
Common Axe Handle, SS Tee eee 
Per OZ... ceeeeeeeees $20 00 NR, chad dinanohacacweacn 
Barton’s Carpenters’.......25% 
Chain, Hay. 
Inch... %&5/16 % 7/16 % Iwan’s Solid Socket........25% 
Pr. 100 $7 60-8 10 9 75 11 60 12 60 Heath’s .......0 200200000 25% 
Iwan’s, Sickle Edge........25% 
Iwan’s Imp’d Serrated.....25% 
Nothes Line. 
_— Hedge. 
Japanned ...per doz. 35c@1 00 a 
Galvanized sie 65c _* 25 Tebewra Me Ae ccceccvcevche™ 
Mincing. 
Condurtes. Common, Single ...........25% 
Conductor hooks...... --20-10% Common, Double ..........25% 
Streeter, 4-blade .......... 25% 
Streeter, 6-blade ..........25% 
Corn. 
Common, riveted, red, per dz. Net — Bias 
o OMMON ccccccccccssscess sae »% 

Little Giant...... rere eer 25% 
Grass, Scraping. 

Oe: TRG 6c cccccideascs 25% 

Common Noa. 1 3 6 7 ey 95,05 

Per doz...$4 25 3 25 3 40 3 50 LMMGOPS wcccccccccccccece cal o 
ilummock, KNOBS. 

With plate....... per doz. $1 00 aor. 

Wit cain “ 95 WRSTEL ccccccece per doz. $1 90 

See err ee sins Porcelain ........ “ 1 90 
FH cocccccscceesce aa 1 90 
PONS ccccsece - 609% &50% 410% 
Potato and Manure....,.....Nets LADDERS 
Step. ‘ 
Common, per ft......e.-+e+. 8c 
one. Per ft Common, with Shelf. add 106. 

. CEs ccucncccacdceeccaceosess BF 
% enam SEEN BOH..c000+es -” | challenge, 6 to 9 ft........550 
%-inch 3 ply duck.......... 15c ine TR eg 
%-inch 4 ply duck.......... 17%e | 

~i i j a) 

%-inch 5 ply multiple....... 13c LANTERNS. 
Per doz. 
HUSKERs. Monarch tin, hot blast.....$ 9 50 
Buss. Dietz No. 2 cold blast...... 14 50 

TGR. cccce ccccccess BB E Best teWeNOE 2c ccccceccssce 9 50 

Per doz........ eevee-Now Nets| Competition lanterns No. 0 

No. 59........per dos. New Nets CHINE sc ccecescvesaseces 7 80 
Plane. EATHER, LACE. 

Woed Bench..Add 10% to list | Rawhide %” ...... ..100 ft. $2 60 

ie me iia it) 4 46 
TRONS. LEATHERS, PUMP. 
Sad. Valve and Plunger.......-.+.10% 

Charcoal .......-. per doz. $11 00 

Common, polished, per LEVELS. 

SOS TAR cscccccccscese FT Disston, Be, 28 Asst.. connect . 

No. 170 Asbestos.....$1 50 net No, 18, 20 in..eac 

Ne. 100 = =°* rie aat| * No. 22, 24 in..each 2 40 

. ———- - Shafting, 6 in..... 19 8 

Common, nickel plated.... 8 25 “ 6 in. gr. glass * = 

’ ” No. 1 Asst.....++- 

Mrs, Pott’s, io. << © aan....... 38 

No. 50 J, Enterprise, per ost tate “ 24-26 in.......each 1 08 

No. 55 J, si * 28-30 in.......each 1 09 

No. 50 T, ” > - 

No. 66 T, . “3 ° LIFTERS. 

Stove Cover. 
JACKS. Ceppered ........ per gro. $6 00 
Wagon. Alaska ......+++- oi 4 75 
Richard’sa No. 1..per doz. $15 50 | pon.om. 
Oliver, POYBON’R occ cccccccsccccs OE 
NOB. ccccccecccce 
Each Earsasinbuie. 60 $0. 80 Limes. 
Standard, DS icecssvsnseneueus per Ib. 25c¢ 
MOB, coccccccecce DD. ctcveswaeed seen ea - 35c 

Each Rnewraese: 60 rs EO ete - 25c 

tied Braided Cotton........ “ —-§2e 
Ae GOR. cdccccescesncecscencodee 15¢ l4c 12c lle 10c 
TEED 460decdecgasesenscnnssaeee 9%ec 9c 8c 8c 
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LINING, STOVE. 
BrickS .....+e++++eeper crate 43¢ 


LOCKS 
Barn Door. 


No, 6@ Stearns..per doz. $12 00 
No. 80 ss “-? 24 06 


MACHINES, 
Riveting. 


Stearns No. 1...per dos $16 09 


Tenoning. 
No. 50 Peace’s Spoke, each $16 60 


MAIL BOXES. 


See Boxes. 
Carpenters’. 
Fibre Head, No. % per doz. $16 50 
Nos “ 19 60 
se No4 “ 23 60 
neues Hickory 
ceceseee per doz. $3 00— & 00 
Round Lig- 
numvitae “ 6 25—10 60 
Square Hickery “ 3 Se— & 60 
Square Lig- 
numvitae “ 8 00—12 00 
Tinners’. 
Hickory ........-.per dos. $2 25 


MATS. 
Deor. 


National Rigid ......5&10&5% 
Acme Steel Flexible.......50% 


MAULS. 
Wood Choppers’. 


Lake Superior & Oregon 
BOC. cccccccccccccccess COREG 


Galvanized, doz .......-...Nets 
Japanned, doz. ........+-+.-Nets 


MITRES. 


Galvanized steel mitres, end 
caps, end pieces, outlets....30% 


MOPS. 


Cotton. Star (Cut Ends). 
Pounds 12’ 16° 18° 24’-3-on. 


Per dos. $4 50 5 66 6 75 9% 00 
Enterprise .......-+++00++-16%% 
Parker ....ccseecccccesees SORES 


NAILS. 
Cut Steel ......ceeeeeeeee es 84 G5 


Cut rom .ncccccccccccccee 6 48 


Wire. 


COMMON ccccccccccccsesce 8 EO 


Cement Coated. 
Small Lots.....-seeceeesss 4 20 


Horseshoe, 

Ausable ......ccce+eeee  SEASH 
Capewell ...ccsecccesceeee sl BU 
Perfect ...cecccceess ee SERER 
Putnam .....ccecscceree BORER 
BAP cocccccecccccccccc oe SOREH 
Picture. 

Brass Heads .........--+-28% 


Brads ....cccccseeseees ss HOMER 


Furniture .........List plus 15% 


NAIL PULLERS. 
See Pullers. 


NAIL SETS. 
See Sets. 


NETTING, POULTRY. 


Galvanized before weaving. ..50% 
Galvanized after weaving...40% 





NIPPERS, 
End Cutting. 


Berg’s (Swedish) In & 

Per dozen.........$123 60 15 * 50 
End and Diagonal Cutting. 

Berg’s (Swedish) In. & 


Per dozen .......$10 05 18 “00 
Hoof. 
BOT «= cccccessscece 210% 
Vv. & B., No. 62, i ee “a 26 
NOZZLES. 
Hose. 
BERENS cccccsccas oe dos. $9 50 
Diamond ....... 6 75 


NUTS, HOT PRESSED. 
Square Tapped. 
$2.41 off per 100 Ibs. 
Hexagon Tapped. 
$2.41 off per 100 Ibs. 


OILERS. 
Chase Pattern. 


Brass and PRE oess0008 19% 


HORS cccccccvceccccocccecscee 
Railroad. 

Copperas cccccccces o++0+838%% 
Steel. 


Copper Plated .......50-10-5% 


OPENERS. 
Can. 


Delmonico ......per doz. $1 30 
Never Slip........ od 66 
Crate. 
Vv. & B.....per dos. $7 26-11 60 
OUTFITS, COBBLING. 
Combination ......per doz. $16 00 


Economy ....seeses - 8 60 
Family ...cccsssee - 14 60 
PAILS. 

Cream. 


14-qt. without gauge, 
eseees per dos. $9 50 

18-qt. “without gauge, 
«+a per dos. 11 00 

20-qt. “without gauge, 
seconccacesocese Gn 83 WH 


Sap. 
10-qt., Ic Tin... —-7 dos. $e 00 
12 5 60 
Stock. 


Galv. qts. 1 20 

Per doz. $9 ‘6 0 ‘ is 76 14 60 
Water. 

Galvanized qts. 12 

Per dos. .......$6 1B 6 6e 136 
Wood. 


Cable, 2-Hoop....per _ fos. pete 
Cable, 8-Hoop.... Nets 


Cedar, 3-Hoop, brass “ Nets 
PANS. 
Dripping ...cccccccccecesseers Net 
Fry. 
Common cecccceeersecess Nets 


ACME .cccccsscccerseeeces 


Roasting. 

Paxton, 

De Ccccee 2 ES OG CU 
Per dos. cereececrseceess NOS 


Neverburn§ .. «+++ PTT TT 
Savory, No. 206. .per dos. “$3 40 


PAPER. 
Roofing. per square 
Major, i-ply 6000eseensesewen 83 
= 3-p ly eereeerreereee 2 
vay 3- oy 0000 ten Ot 66 


Red Reith..<:.. 2 oe ton $111 45 


Sand and Emery. 


No. 1, per ream, best grade $5 40 
No. 1, per ream, cheaper 
grade ccccesccceocoscee 4 





PARERBS. 
Apple. 
Goodell’s .....+++-Der | dos. #39 + 
Turntable ....++-+ 
White Mountain ” 4 te 
Reading No. 78 - 11 40 


Potato. 


Goodell’s Sarato 10% 
in., doz. . ae ee 6 60 


Goodell’s Saratoga, 6 in. 
Sk «casssedasessseccos 8 @& 


PICKS. 


Adze Bye Ore.......+-++++32%% 
Drifting and Poll Picks. ort 
Plumbs, Railroad ....++++- erties 
Surface ...++.+:- % 


PINCERBS. 
Carpenters’, cast steel, 
NO. oo 0 13 
Each $056 $072 $093 $103 


Blacksmiths’, No. 10.....+..$ 96 
Heller’s . .List plus 10% 


PINS. 
Clothes 


Common, per box of 6 gro. 


Picket. 


Fluter, 15- Poe ove aed. dos. $1 10 
Fluted, 21-in. 1 60 
Spiral ..ccccccese ag 1 90 


PIPE. 
Conductor. 


Plain Round and Round Corru- 


gate 
29 Gauge ..ceccccescccees55OD 
28 a coccccccscooscoosem 
26 we oeeenegescuseoeeeen 
24 at auvesnesenuseaeounee 


Square Corrugated A and B and 
Octagon. 
oeesceseceseceosee 


29 Gauge 

28 ie occecocceseeoes sae 
26 - cccebenecsequeoeney 
24 = cocceeoccccccoecsOp 


Galvanized Toncan Metal, Genu- 
ine O. H. Iron, Lyonore Metal, 
Charcoal Iron and Keystone 


Plain Round and Round Corru- 


gated. 
29 Gauge ...seeceeereee es hO% 
26 or ereccecesceeess - B5G 
24 at errrrrrrrrrrr? |b.) 


Square Corrugated A and B 
Polygon and Octagon. 
= GAUSS cccccccccccesseeAOH 
cx POPP T TTT TIT TT iL... ¢ .« 
HH ” 06000e0000neee 
14 and 16-02. Copper, all “de- 
GARR  cccccccccce oevceeelLO% 


Standard Gauge. 
Crated and nested....... 60-25% 
Crated, not nested....... 60-20% 


Portico Elbows. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 
Not Nested .......60 & 10% 


Nested solid ......60 & 15% 
Stove. Per 100 joints. 
26 gauge, 5 inch E. C. 
rere $14 50 
26 gauge, 6 inch E. C. 
MONOE cccccccccesseces 15 60 
26 gauge, 7 inch E. C., 
BONSSE cccccescecsesecs 17 50 
28 gauge, 5 inch E. C. 
DEE  osb060600080604> 12 50 
28 gauge, 6 inch E. C. 
., rer 13 50 
28 gauge, 7 inch E. C. 
ORE 60 oxecdenvansees 15 50 
30 gauge, 5 inch E. C. 
RENN casccecscceseses 11 00 
30 gauge, 6 inch E. C. 
PE ec cbccccacteneaes 12 00 
30 gauge, 7 inch E. C. 
DEES 08 00k e080s006000 14 00 


T-Joint Made u 
6-inch Seceneesslinas 100 $40 00 


“urnace Pipe. 
—. Wall Pipe and Fit- 
tin etecsecess- 40% 
a ~ Wali ‘Pipe, Round 
Pipe Fittin cccceccccce QO 
Galvanized ana Black Iren 
Pipe, Shoes, etc.........40% 


PLANES. 


Stanley Iron Bench.... ....Net 


Vv. & B. No, 6........each $0 57 
- No. 7 Gas....... 6 60 
- Double Duty “106: © 66 
ox Nut No. 8....... @ 64 





Lineman’s Side Cutting, 
Berg’s 
(Swedish). 
Blk. Pol. Face, 
doz. see e$lO 70 20 00 


In. 6 7 8 
23 38 
Long Nose Side Cutting. 
Berg’s (Swedish) In. 5 4 
Blk. Pol. Face, doz. $1226 16 30 


Flat and Round Nose, 
Berg’s (Quetion) | 


Flat, In, . z 
Blk. Pol. Face, 
Doz. ......8890 1836 19665 
Berg’s (Swedisn) 
Round. In. 7 6 ‘ 
Blk. Pol. Face 
Doz. .... $1115 1630 2336 


POINTS, GLAZIERS. 
oe, Sa BOE Bi séececa per doz, Tic 


POINTERS, SPOKE 


Stearns’ Nw. 4....per dos. $10 60 
es nO. 2... ” 12 00 


POKERS, STOVE. 


Wr’'t Steel, str’t or bent, 
(enencenceees ++» per dos. $0 76 


Nickel Plated, coilhanl’s “ 1 10 


POLISH, 

Metal. Per doz. 
Black Silk No, 60—6 oz....$ 1 50 
Black Silk No. 70—1 pt.... 3 00 
Black Silk No, 80—1 qt.... 5 00 
Black Silk No. 90—1 gal... 12 00 

Stove. Per doz. 


mma a No. 5 paste, 5 


l, ib can. ph adeeee een 2 00 
Black Silk No. 10A paste 

(fireproof), % lb. can.. 1 50 
Black Silk No, 15 paste, 1 


. COs cncccceeceqesss 3 00 
Black Silk No. 20 paste, , 

S Be Me ccscaccancasin 11 40 
Black Silk No. 6 liquid, 6 

OR, Gi c0bs500660500000 1 35 
Black Silk No. 8 liquid, 

Te ee GO aweissescosen 2 00 
Black Silk No. 12 liquid, 

BS PE. GM ccccccecceces 3 00 


PRESSES, FRUIT AND JELLY 
Enterprise Manufacturing Co. 256% 


PRUNERS. 


Disston’s Pole....per doz. $18 0@ 
Water's Improved..per des. 60% 


PULLERS. 
Cork, 


Daisy -each $3 10 
PROOME ccccccccceee *~ 3 @ 
Quick and Basy..... “ 3 7@ 
Nail. 


Game neccccee 
Never-Slip 


-per dos. one oe 


PULLEYS. 
Awning—Japa 2.6... cce0ee sO 


Clothes Lime ........0ee+0e-1O% 


Hay Fork. 
Iren Wheel, 5-in..per doz. $2 60 
Wood Wheel, 6-in. “ 3 66 
Wood Wheel, 6-in., 


pass knot ...... ™ 3 00 
fineh. 
Common ......-. cerececece Net 


Common-Sense, 3-in........Met 
Empire Pattern, 3-in.......Met 


Whead cocccccccccccccccccccc mee 
Weed ccccccccccccccccsccess Net 
PUMPS. 

Spray. 

Midget Junior....per dos. $% 76 

New Misty ..... ” 6 oe 

Crescent .....se.6:. = 6 ue 
PUNCHES. 

Conductors. 


No. 22.......+++-per dos. §3 00 
Machine ..........--per ib. a6 


Saddlers’. 
Common..per dos. $1 80 to §5 6@ 


Revolving Spring. 
Stearns, No. 10..per doz. $8 60 
- Ne, 4@.. S 24 08 
= No. 66.. = 1s 6 
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PUTTY. 


Commercial Putty, 100-lb. 
BD ccecuceeceucecetesegeene ae 


Barn Door. 
Matchless, l-in.........++-- &e 
Matchless, 1%-in.... «-++-+. Te 
Sterm King 


Sliding Door. 
Bronzed wrought iron, 
cocesececsescocee GOP Gh Bie 


RAKES. 

Garden. 

Steel, Bow, 13-in. Teeth $8 60 

Steel, Bow, 14-inch “ 9% 26 

Malleable Iron, 13-in. “ ¢ 75 

Malleable Iron, 14-in. “ 6 00 
Gay. 

Wood, 10 Teeth....... «++-$4 00 
Lawn. 

20 Teeth .........per doz. 6 60 


RAZORS—SAFETY. 


Gillette ceseeeesee DOF doz, $e6 00 


Auto Strop ........ 00 
CO ccccnceececes yet % 40 
Gem (3 doz. lots) - 8 60 
Ever Ready ...... ” 8 40 
Bver Ready (3 “dz. lots) “ 8 00 

RAZORS—STRAIGHT. ~— 

RAZOR STROPS. 
Star (Honing) .......+-++++- 60% 
REGISTERS. 

Cast Irom ........ ccccccesh® 


Steel and Semi- Steel........30% 
Baseboard .........++.-- 30% 
Adjustable Ceiling Ventilators. 320% 


REGISTER FACES. 
Japanned, Bronzed and Plated. 


14x14 to 38x42.......-.....50% 


REVOLVERS, 


[ver Johnson Safety Automatic 
Hammer et 

DD ccncecooassoeedon 

L J. Model 199. 


eee 


RIDGE ROLL. 
Galvanized. 
CO ccctscccecsn stceces 70-25% 
Wired + -70-25-5% 


ee ee 


RINGS AND RINGERS. 


Copper ... «+--2%-in. 8-in. 
Per doz. $2 40 $2 65 
Rea’s Improved Self- 
peared copper, 
+» doz. 3 40 
1 60 


teel, per * doz. eee 1 80 
Gog. 
Blairs Rings.... -per dos. $ 75 
Blair’s Ringers.. 1 00 
Brown's Ringers.. > 72 
Brown’s Ringers.. ” 1 00 
Hill’s Rin pene = 1 00 
Hill’s Ring, boxes - 72 
Major Rings .... - 60 
Perfect Ringers - 1 60 
Wolverine Rings. nd 110 
Wolverine Ringers = 1 10 
Fruit Jar. 
White $edeenee wees per Ib 80 
Key. 
Split, round.......per doz. $0 17 
Split, square...... 32 
Dell, reund..ccece - 40 
RIVETS. . 
Copper Belt....Add 15% to list 
Cemmeres WER ..cccccceses 30% 
TOMRSTD cccccccescccocccoseee 
Game...... eeeeeee--per-Ib. $0 17 
Slotted Clinch..per doz. 60@1 10 
Tubular. 
Nos. 1 and 2 assorted sizes, 
50 in Resvsccesceesee Fe 
Nos. 1 and 2 assorted sizes, 
10 in See oz. 1 40 
: ROPE. 
Cotton. 


¥%, 65-16 in. Com. on reels, 
per Ib. ccccccccececSOS 
%, 6-16 in. “Com. ‘in 
per Ib. See 


le * 


Sisal. 
1st Guattts, base. some to 14%c 
i ne asennke ues 11%c to 18%c 
Manila. 
1st queitty standard 
BEERS .ccccose 15%c to 16%c 
eee 14%c to 15%e 
Pure Manila. 
ist Quality, bare. eer th 
eoneneves 17%c to 18%c 


Hardware Grade, per Ib. 
16%c to 17%e 


ee ee 





SAWS. 
Butchers’. 





Atkins ag 2, 14- in. 0000 9888 +4 


. 2, 
2, 
. 1, 
» 7, 


22-in......+- 
16-in.....+.- 


No. 7, 24-in......- 
» 7, B8-im..ccces 


Disston’s No. 2, 14-in.... 
o. 2, 18-im.... 
. 8, 23-in.... 
. 7, 16-in.... 
. 7, 20-in.... 
No. 7, 24-in.... 
.-7, 28-in.... 


Com 
Atkins, No. 2, 10-in... 
No. 10, 10-in...... 
Blades, No. 2, 10- ‘in. 
No, 2, 10-in. 
Disston’s No. 20 Jackson. 
No. 40 Sampson 
No. 2 &77, 10-in. 
No. 9, 10 in.... 


Cross-Cut. 

Atkins No. 221, 4-ft...... 
No. 221, 6-ft...... 
No. 221, 8-ft...... 
Disston’s No, 289, 4-ft.... 
No. 289, 6-ft.... 
N. 289, 8-ft.... 


Flooring. 
Atkins No. oe 
Disston’s p19," 16-In... 
D19, 20-in...... 


Hand and Rip. 
Atkins No. 54, 


30-in...... 

20-in..... 
No. 32-in..... 
No. 8, 16-in..... 
No. 8, 20-in..... 
No. oo. eee 
No. 8, 28-in.... 
No. 30-in..... 


Disston’ s No. 





Keyhole. 

Atkins No. 1, complete.. 
No. 2, complete... 
Disston’ 8s No, 6, complete 
No. 10, complete 
No. 95, complete 


Miter Box. 
Disston’s No. 4, 


No. 4, 
No. 4, 


4x20-in.. 
: 6x22-in.. 
, 6x22-in.. 
Pruning. 
Atkins No. 20, 12-in.. 
No. 10, 16-in...... 


Disston’s No. 


ood, 
Atkins =. 


2 No 
i 
Visston’s No, 111, 
No, 111, 
No. 47, 
No. 47. 32-in.. 


eee eee eee 
eee ere nee 


ee 


Se adccsons 


SCOOPS. 


18-in......- 18 


15 2 


36 
47 


7 
16 


20.........$18 


Hubbard + eens * ee Riveted. 
D 


Size. 


1 ..$16 “5 16 0 15 Ss 14 45 
4 .. 17 85 1710 16 85 16 60 


inet SCRAPERS. 


-- 18 66 1785 1710 16 85 


Triangular, No. 6 per doz. $6 25 


Road. 
Cubic ft. 


se  - 
With runners, ea. 31) 00 6 50 6 20 
SCREEN DOOR HINGES. 


Cast iron .........gToss $13 00 
De sesneens secece = 9, 50 
SCREWS. 
Bench, 
Tron, ins. 


1 1% 1 1% 
$682 787 945 16 80 


Wood, white maple, per doz. 6 00 


Hand—Wo0d ............02+-50% 
Hand Rall ...... coscccc con ed® 
ee cocccccccccccvece SOO 


Lag or Coach—all sizes, gimlet 


SE. wceseves oeeeeee - 45-50% 
Saw—Centennial, 
Pk. avccons 1 2 8 4 
Per doz.....47¢ 65¢ T5c 90c 
Wood. 
F. H. Bright .........77%-20% 
R. H. Blued ........++++75-20% 
F. H. Jap’d coceoccense 70-20% 
We Ee BOD cccéccdtece 72%-20% 
Ts The BEE ccccoese oe++70-20% 
SCY THES. 
Clipper, Grass ... ow doz. 78 60 
Honest Dutchman. + on 





SETS. 
Nail, 


Square head......per d 


Cup point, knurled 


om. 1 84 
1 


Rivet. 
Farmers’ .........per dos. 2 60 
Tinners’ B46 cccccccccccce & VS 
OOO ccccccccccce 8 FS 

Saw. 
Atkins No. 80 


serene 


No. 1 
Disston’s. Monarch 


20. ccccocDGP doz. $e 


No. 2 2eee = 9 90 
Disston’s. Monarch 

NO. 18 ccccceses wit 13 20 
Leach’s ....-.se0. - 80 
Nash’s Hand .... - 3 15 
Nash’s X-cut ... we 4 20 
Stillman’s Lever... md 1 30 
Stillman’s X-cut .. © 2 560 
Whiting Pattern, 

No. o6e0ceees 7 50 
Eccentric Anvil, 
Hand No. 3896, 

N. P. Morrill Pat- 

COFM coccccccecs 14 60 
SHARPENERS, SKATE. 
Diamond .........-per dos. $1 60 
Perfect WTTTTTITiTTiTt tt 20 


SHEARS. 


P 
Nickel Plated, Straight, . 


Japanned, Straight eee 


- ™” 13 


SHEAVES, SLIDING DOOR. 


Common, 
Inches 
Per set .. 


Hatfield’s. 
Per set $1 80 2 10 


ooe- $l * 0 


1‘t5 


2 76 


SHELLERS, CORN. 


Union .. 


SHIELDS. 


Expansion Bolt Shields. 


SHINGLES. 


Zinc (Illinois)........ 


SHOES. 
Conductor 


eee eeeeeeee 


6 
2 40 


coccoceses GP Gam OO WH 


+002 -60% 


Per Square 
«oe -815 00 


sees 60% 


SHOT—See Ammunition. 
SHOVELS AND SPADES. 


Coal. 
Hubbard’s 
No. A B c D 
1 $1600 1510 14465 1370 
2 1685 1560 1485 1410 
3 1675 1600 1635 1445 
a 1710 1635 1660 1485 
Post Drains & Ditching. 
Hubbard’s 
errr ree. A B Cc 
BE” ccccee SUM MBO WS 
"= “86 1760 1675 1600 
18” +e 1785 1710 1685 
20” ...... 1820 1745 1670 
BB” jcccee UES 1790 17906 
Snow. 
Hubbard Special, 
Long Handie .........$10 00 
D-Handle ...ccccccccce AL 00 
Sidewalk Scraper wees OO 
Alaska Steel. 

D-Handle ...... ..-per doz. $3 50 
Long Handle .....- - 3 00 
SINKS. 

Cast Iron. 
Painted, 16x24 ...... an 
Enameled, White, 16x2 7 
Wrought Steel. 
Painted, 16x24 .....-0++-. ™ 
SKATES. 
Ice. Per pair. 
Key Clamp Rocker, Men’s 
and Boys’ — best steel 
runners, bright finish...$0 91 
Same—nickel plated finish 1 18 
Key Clamp Hockey, Men’s 
and Boys’—polished cast 
steel runmners.........+++- 1 24 
Children’s Extension Bob.. 55 
Half-key Clamp Rocker— 
Women’s and Girls’..... 115 
Half-key Clamp Hockey— 
Women’s and Girls’..... 1 51 
Racers, aluminum finish, 
including shoes......... 9 00 
Hockey, aluminum........ 9 00 
Both same prices for men’s and 
women’s. 
Roller. 
Ball Bearing—Boys’ .....- 2 25 
Ball Bearing—Girls’ ...... 2 45 





o> Aner 


Covered Spring........ 30% 
Judd’s Pattern” Add 33 Vase to list 
SNATHS. 


Double Ring, Bush..per dos. $3 75 
Patent Loop, B 00 
Patent Loop, Grass * 75 

SNIPS, TINNERS’. 
Clover Leaf ..ceeeeeeee - 40K10% 
National .....eeecceceeee- 40&10% 
BUMP ceccccccccccccccscccces cbO% 

SPRINGS, DOOR. 
Perfect. 


Meh.cse 8 § §£ 5 CB F 
Per dos. 55c 60c 65c T5e 90c 1 00 
Reliance. 
Light Melium Heavy 
Per dos. $1 56 2 10 3 20 
Torrey’s ya doz. 1 65 


SPRINKLERS, LAWN. 
Stearn’s No. 1....per dos. $11 60 


SQUARES. 
Steel and Iron.. eeccecccctet 
(Add for bluing, 33. 06 per doz. net) 
Mitre 


Try ‘ 
Try ne eke ae 
a & one BMISOP wn cccoccccccccece @ 
wesveeeee per dos. $6 00 
Winterbettem’s 0% 


eee meee eee eee eee eee eeee 


SQUEEZERS, LEMON. 


Cemmon Wood.....per dos. $0 70 
Porcelain Lined, Wood 1 36 
Boss, malleable fron“ 1 20 
Iron frame porec’n 

§  pecces eosscee 1 90 
Iron frame, ones 

bowl ..... <= 2 35 
Little Giant, tin’ a. 

DO sssuaniaaanes ~ 4 00 
Drum, japanned ... “ 3 60 
Drum, nickel plated. “ 4 50 

STAPLES. 
Blind. 

Barbed ........-perlb. 31@22c 
Butter, Tub .....- “ 16@19c 
Fence— 

Polished .....per 100 lbs. $5 45 

Galvanized ... ” 6 15 
Netting. 

Galvanized ....per 100 Ibs. 6 50 
Wrought. 

Wrought Staples, Hasps and 

Staples, Hooks and 


Staples, and Hooks and 
Staples ........+0+++-50&10% 
Extra heavy ....-.e+0++++36@ 


STEELYARD. 
Discount 26%. 


STONES. 
Axe, 
Hindostan .... per. Ib. New Nets 


More Grit .... 
Washita ...... = 


Emery. 
No. 126.......per doz. New Nets 


Oil— Mounted. 
Arkansas Hard 
Ne. Ticccccel dos. New Nets 

Arkansas Soft 
Washito No 717. 


o 


Oil—Unmounted. 
Arkansas Hard per ib. New Nets 
Arkansas Soft.. 
Lily White.... 
Queer Creek... 
Washita 


Scythe. 
Black Diamond per gro. New Nets 
Crescent oe 
Green Mountain 

Moille 
oy 


Red Sand 


id 


o 
eerees 


o 
serene 


Quinne- 


STOPS, BENCH. 
m~ ay Morrill pat- 
ssccnecsesn cer Gan Ga 
No "il Stearns pat- 
tern ys 10 00 


No. 16 Smith pattern al 7 00 


STOPPERS, FLUE. 
Common ossseseee DOF doz, * +4 
Gem, flat, No. 3.... 

Gem, No. i fe 


Sesqcesse | 6 


STRAPS. 


Skate ..........perdoz. 85c&1 20 
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STRETCHERS. 
Carpet. 
Bullard’s ....+++.-per dos. $8 90 
Excelsior .....++. 6 36 
Malleable Iron.... ad 70 
Perfection .....+. = € 30 
King cccccccescce ad 4 60 
Wire. 
O. 8. Elwood, No. 2 = = 


O. 8. Elwood, No. 1 per doz. Nets 


SWIVELS. 


Malleable Iron.......perlb. $0 10 
Wrought Steel......pergre. 4 66 


TACKS. 
Bill Posters’ Ae 25 lb. boxes. 


per seer Pee eee eee eee eee 
Upholsterers’ 6-oz., 26-lb. 
boxes, per Ib.........+0+-1b¥%e 


TAPES, MEASURING. 
Asses’ Skin...........-List&40% 


THERMOMETERS. 
Tin Case.....per doz. 80e@§ 1 25 
Wood Back.. “ $2 00@ 12 00 
GS ccncces ~ 12 00 


TIES. 
Bale, 
Game Loop, carload 


-T5&T% 
Single Loop, less than 


car 1otm.......eee+++e T0hlbEG 
TOOLS, SAW. 
Disston’s Universal.......... 10% 
TRAPS. 
Game with Chains. Per doz. 


Victor No. 1.......00++-+--$3 O1 
Oneida Jump No. 1...... 2 76 
Newhouse No. 1.......... 5 62 


Mouse and Rat. Net per gross 
Out O’Sight Mouse.......$ 8 20 
” a Rat ......- 21 00 
Mole ......140 00 
No. 44 Pocket Gopher.... 28 00 
Victor Mouse............ 3 64 
Hold Fast Mouse........ 3 64 
Vieter Rat.ccccccccccccce 16 
Hold Fast Rat........... 15 40 


Official Rat............. 18 90 
Wood Choker Mouse, 4 


MRSSSR i cccccccccce coscoe 1 OD 


TROWELS. 
Cement. 


Atitine We. 6. cceccccess -- 19 60 
st We. B.ccccccccccee BE FO 
Diastem’S wcccccccccccecs --30% 


TRUCKS. 
BOS ccccccccccccecce --each $3 75 
Warehouse or store, 
No. 1, each.........++---$24 60 
Me, 8 © ceccccccecceee 83 


TUBS, WASH. 
Standard, Wood. Ex. 
Nos. ... 3 2 1 large 
Per doz. $9 50 1126 1276 16 50 


Galvanized. 


NO. ..cccce 1 2 6 
Per dez...13 75 15 96 18 60 


TWINE. 
White Cotton. 
Eureka, 4-ply....... per lb. 30¢ 


Jute, 
3-ply and 6-ply Bale Lots.22%ce 


VALLEY. 
Formed Valley Galvanized 


BOM ccdccsecccesseoeers -5% 
VISES. 
No. 700, Hand, 
Inches .... 4% 6 6% 


Dos. .......$11 16 “" oo 14 85 


No. 701. In. 4 6 
Des. .....-$31 16 18 “Oe 16 70 
Ne. 1, Genuine Wentworth, 
Noiseless Saw....per doz. 15 00 
No. 2, Genuine Wentworth, 
Noiseless Saw....per doz. 22 60 
No. 8, Genuine Wentworth, 
Noiseless Saw..,.per doz. 20 00 


No. 600, All Steel Folding 
Saw ......-...--per dos. 16 00 





WASHERS. 


Steadasd O. G. cast iron, per 
Eb. cecsesecoscesescstccesoe 


Wrought steel in 6-lb. boxes, 
per Ib.: 


In 3/16 ¥% ss/ieé %& % 
lic 14c 12c lic 10c¢ 
% % % 1 
9%ec 9c 8c 8c 
WEDGES. 
Pik sénnsensacee --per dos. Nets 
 Setesenvendaad per lb. Nets 
BP besecween0eedoenses per ib. 8% 
WEANERS. 
Calf. 


Fuller’s, per doz. $2 00 to § 2 50 
Tyler's Safety, per 


GOS. -ccccccccce 4 BB te 3 4 
Carroll’s, per doz. 3 00 to 3 7% 
Hoosier, per doz.. 3 60 to 4 60 
Shaw Perfected.. 3 00 to 8 75 

WEIGHTS. 
Hitching........ «+++-per lb. Nets 
Sash—f. o. b. Chicago. 

Ton lots, per ton......... $73 00 
Smaller lots, per ton..... 75 00 


WHEEL BARROWS. 


Common Wood Tray........$3 00 
BOONE WN i 00 080000e60cee80s 4 60 
Angle leg, garden.......... 5 75 
WHEELS. 
GRORSCUMEEER cccccccvccecces 50% 
DY Ss0006<aeneuceseneesd 60% 


Wee BWscccce 8 10 12 
Per doz.......$5 60 725 8 60 
12-in. heavy hoisting, 


per doz....... cocceess-$25 00 
WIRE. 
Black Annealed No. 8, per 
Se ee A nteankadaiendccous $3 26 
Galvanized barb wire, per 100 
Pa Addawredeneeenenaneanne 415 
Wire cloth—black painted, 


12-mesh, per 100 aq. ft.... 2 50 


| Cattle Wire—galvanized 
catch weight spool, per 100 
Sk sticanes haseceeeuneses 415 
Galvanized Hog wire, 80 rod 
SPCC, POP GHOS8.. cccccecce 3 60 
Galvanized plain wire, per 
| Ee rare 3 7) 
WOOD FACES 
50% off list. 
WRENCHES. 
Coes Steel Handle, 6-inch....30% 

o 8- ae .30% 

o 10- = 30% 

= - - 12-“ ....830% 

Coes Knife-Handle, 6- “ ....30% 

cid 7 ct7 8- iid ‘ahi 30% 

ia at a 10- * ....30% 

ti itd ii} 12- Lh al .80% 

Coes All Patterns........... 30% 
Bemis & Call's: 

Adjustable 8S, 10% Adjustable 
S Pipe, 10%; Briggs 
pattern ...cceessesrecee. 30% 

Combination Bright........ 25% 

Steel Handle Nut.......... 30% 

Combination Black...... 25&5% 

Merrick Pattern........... 30% 


Knife Handle Pattern. 
No. 62, Screw Wrench, List 
30% 


GOED ~cccccccescccsococess 
No. 60, Steel Handle....... 30% 
WRINGERS. 

No. 790, Guarantee, per doz. $60 00 
No. 770, Bicycle ... = 55 00 
No. 670, Domestic... " 51 00 
No. 110, Brighton .. ” 45 00 
No. 750, Guarantee.. ” 60 00 
No. 740, Bicycle ... " 55 00 
No. 22, Pioneer .. = 42 50 
No. 2,Superb ... ” 30 00 





ADVERTISERS’ INDEX 


The dash (—) indicates that the 
advertisement does not appear in 


this issue. 

Abbott Mfg. CO0......-seeeeee _ 
Ajax Bracket & Outlet Co..... 45 
American Furnace Co.......-- 6 
American Rolling Mill Co..... 12 
American Steel & Wire Co.... 47 
American Zine Products Co.... 45 
Ashtom Mie. Co.cc cccccccceses — 
Berger Bros. Co......ceseeesee. 47 
Bernz, Otto ..... poesscecssscoe 46 
Mertweh GB GOreccccccscvceccess 47 


Black Diamond Furnace Co.... 
Black Silk Stove Polish Co.... 11 
Bullard & Gormley Co......... 50 
Burgess Soldering Furnace Co. 46 
Burton Coa., W. J... .cccccccces — 
Carr Supply C6... .ccccccsesses » 
Clark-Smith Hardware Co..... 
66006060006 6064600002 Front Cover 
Clayton & Lambert Mfg. Co.... 46 
Cleveland & Buffalo Transit Co. 43 





Cleveland Castings Pat. Co.... 11 
Cleveland Eng. Inst........... — 
Coes Wrench Co........5++++:. 51 
Cores @& Ge. de Bhscscacesce 49 
Cortright Metal Roofing Co.... 45 
Curfman Mfg. Co., F. L....... 43 | 
Dieckman Co., Ferdinand...... ox | 
Diener Mfg. Co., Geo. W....... 46 
Double Blast Mfg. Co......... 46) 
Dreis & Krump Mfg. Co....... 47 
Berets Tee Giktencccesessess -- 
eee Bee Gen ccoscccceens — 
Federal Varnish Co........... 48 
Forest City Fdy. & Mfg. Co.... 2 
Friedley-Voshardt Co. ....... 47 
a Oe GB Eiictvc stcnaeee aa 
Gerock Bros, Mfg. Co.......... 45 
Hall-Neal Furnace Co......... s 
Harrington & King P’f'g Co.... 45 
Bast & Cael Geicccvcccvcses s 
DED étudp0ee64K060 denne cue — 
Haynes-Langenberg Mfg. Co... 65 
eee TPG, Giieseensvaeneece — 
Be GS Gis ccccwendeccediave 43 
Henry Furnace & Fdy. Co. — 
Pe Gin, . Giecenencacees -- 
Per fe . scecvesowes 7 
Hones, Inc., Chas. A....cccces -- 
Bees Gs. Wee Gheoccédossces _ 
Hultberg, John B.......0.00- _ 
eer & Ca, G. Gis ccecececas 43 
POE Sy SS Gaccusesecaae — 
eee 43 


Independent Reg. & Mfg. Co.. — 
Independent Stove Co....... — 


Dee GOS Ch cooccsucsecscs 41 
PE BO Gh oeccsodscusen 51 
Kirk-Latty Mfg. Co........... _- 
Knoedler, Frederick J......... 47 
Lalance & Grosjean Mfg. Co... — 
Lemme Cs., W. Birvccccccess — 


Lennox Furnace Co...........-. — 
Lupton’s Sons Co., David...... — 
Mahoning Fdy. Co............ 5 
Malleable Iron Range Co....... — 
Manny Heating Supply Co., The -- 
Maplewood Machinery Co...... = 


Marah Lumber Ca..ccccccccces 11 
Marshalltown Mfg. Co......... a 
Marx Furnace Cleaner Mfg. 

GOs cossececccoccecesssececs ~- 
Maxwell-Kunin Co., Not Inc.... 47 


May-Fiebeger Furnace Co.....— 
Se DY cc owetsnadende we a — 
Messenger & Parks Mfg. Co.... — 
Meyer & Bros. Co., F...ccecs 9 
Meyer Furnace Co.........«.++. — 
Meyers Mfg. Co., Fred J...... 43 
Michigan Safety Furn. Pipe Co. 11 
Milwaukee Corr. Co...Back Cover 
Monitor Stove Co., The....... -- 


Monroe Fdy. & Furn. Co....... 6 
Mt. Vernon Furnace & Mfg. Co. — 
National Stove Repair Co...... 11 
Merth Bree. MGB. COiceccccces 51 
Northwestern Stove Repr. Co.. 11 
Parmer Geely Ghesscoccvlisce ae 
Ps Mee Use ese aeeteeedsceene 43 
Pee Bee Gihikdecceccncace 4 
Premier Warm Air Heater Co. 2 
Queen Ineubator .....cccccces =| 
Quick Meal Stove Co......... 3-46 
Quincy Patterm Ce... ccsccccces 11 
Rock Island Register Co....... — 
Meesem, Gee. Baccccccccccecseces -- 


DOMED Si.ce 6b dese ende scene 


—}|}fFanner Mfg. Co., 
' 


Rudy Furnace Co,.....+-seee+s — 
Rybolt Heater Co......-.++e0+% ae 
Scheible-Moncrief Heater Co... 6 
Schill Bros, Co.....eseeeeeeee8 — 
Schwab & Sons Co., R. J......-- 7 
Sedgwick Machine Works..... 43 
Shaw & Son Co., The Geo. E... — 
Special Chemicals Co.........- -- 
Standard Furn. & Supply Co... — 
Standard Ventilator Co........ 46 
Stearns Register Co..........- 10 
St; Louis Tech. Inst..........-. 43 
St. Louis Heating Co.........+. -- 
Sullivan-Gieger Co. ......s46. 43 
Sykes Co., The......-eeeeceeee 46 
Sylvan Sheet Metal Products 
GO. coccccceccccoseseececese 45 


Taft Metal Pattern & Mfg. Co. 11 
Tuttle & Bailey Mfg. Co....... — 
Vaughan & Bushnell Mfg. Co. — 
Vedder Pattern Works......... 11 
Viking Shear Co.........+.- -_ 
Walworth Run Fdy. Co....... —- 
Waterloo Register Co.......... = 
Wellman Supply Co., The..... -— 
Whitney Mfg. Co., W. 
Whitney Metal Tool Co....... -- 
Wise Furnace Co.......+++-++++ 8 
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Asbestos Sheets. 


Manny Heating Supply Co., 
Chicago, Ill. 


Bail Ties. 


American Steel & Wire Co., 
Chicago, Til. 


Bearings—Damper. 


Parker Supply Co., 
New York, N. Y. 


Bolts—Stove. 


Kirk-Latty Mfg. Co., 
, d . Cleveland, Ohio 


Brackets, 


Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohio 


Brakes—Cornice. 


Bertsch & C 
“Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Il. 


Maplewood Machinery Co., 
Chicago, Ill. 


Brass and Copper, 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Builders’ Hardware. 
Bullard & Gormley, Chicago, Ill. 


Cans—Copper. 
Maxwell-Kunin Co., Chicago, Il. 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings— Metal. 


Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, II. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chain—Sash. 


‘arker Supply Co., 
New York, N. Y. 


Chaplets. 
Cleveland, Ohio 
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Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Clips—Damper, 
Carr SupPly Co., Chicago, Ill. 


Waterloo Register Co., 
Waterloo, Iowa 


Coal Chutes. 


Peerless Foundry C 
badicnapelia, Ind. 


@vkes Co., The, Chicago, IIl. 


Cores—Auto Radiator. 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 


G. & O. Mfg. Co., 
New Haven, Conn. 


Cornices. 


Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Doors—Fire. 


Messinger & Parks Mfg. Co., 
Aurora, IIl. 


Dry Paste. 
Carr Supply Co., Chicago, III. 


Dumb Waiters. 


Sedgwick Machine Works, 
New York, N. Y. 


Eaves Trough. 


Abbott Mfg. Co., Cleveland, Ohio 


Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., The W. J., 
Detroit, Mich. 
Clark-Smith Hardware Co., 
_— Til. 
Lupton’s Sons Co., Dav 
Sniladelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Elbows and Shoes—Conductor. 
American Rolling Mill Co., 
Middletown, Ohio 
Ferdinand, 

Cincinnati, Ohio 
Lupton’s Sons Co., David, 

Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Dieckmann Co., 


Elevators—Hand and Power. 


Kimball Bros. Co., 
Council Bluffs, Iowa 


Sedgwick Machine Works, 
New York, N. Y. 


Enamel—Iron. 


Black Silk Stove Polish Works, 
Sterling, Il. 


Enamels—W ood. 


Cornish & Co., J. B., Chicago, III. 
Federal Varnish Co., Chicago, III. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, IIl. 


Fenders. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Files. 


Heller Bros. Co., Newark, N. J. 


Flux—Aluminum, 
Roesch, Geo. E., 


Aurora, Ill. 














Freezers—Ice Cream. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnace Rings. 


Independent Reg. & Mfg. 
BB “Ohio 


Walworth Run Fdy. Co. 
Cleveland, Ohio 


Garages—Metal. 


Wellman Supply Co. 
Springfield, Mass. 


Guards—Fire. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Hammers. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Handles—Boiler. 


Berger Bros. Co., 
Philadelphia, Pa. 


Handles—File. 


Parker Supply Co., 
New York, N. Y. 


Hangers—Eaves Trough 
Abbott Mfg. Co., Cleveland, Ohio 


W. C. Hopson Co. 
Grand Rapids, Mich. 


Heaters—Combination Hot Water. 
Melbye Bros. Co., Chicago, Il. 


Heaters—School Room. 


Haynes-Langenberg Mfg. Co. 
St. Louis, Mo. 


Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Peerless Foundry C 
Tadtanapetie, Ind. 


: Standard Furnace & Supply Co., 


Omaha, Neb. 


Heaters—Warm Ailr. 


American Furnace Co., 
St. Louis, Mo. 


Black Diamond Furnace Co., 
Monmouth, Til. 


Carr Supply Co., Chicago, Ill. 


Cooperative Foundry Co. 
Rochester, New York 


Forest Cify Fdy. & Mfg. Co., 
Cleveland, Ohio 


Haynes-Langenberg Mfg. Co. 
St. Louis, Mo, 


Hall-Neal Furnace Co. 
Indianapolis, Ind. 


Henry Furnace & Fdy. Co. 
Giavcianl, Ohio 


Hess-Snyder Co., Massillon, Ohio 


Independent Stove Co., 
Owosso, 


Lamneck Co., W. E., 
Columbus, Ohio 


Mich. 


Lennox Furnace Co. 
Marshalltown, Iowa 


Mahoning Fdy. Co., 
Youngstown, 


Manny Heating Supply Co., 
Chicago, Til. 


May-Fiebeger Furnace Co., 
Newark, Ohio 


Peoria, Ill. 


Ohio 


Meyer Furnace Co., 


Monitor Stove Co., 
Cincinnati, Ohio 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Peerless Foundry Co., 
Indianapolis, Ind, 


Premier Warm Air Heater Co., 
Dowagiac, Mich. 


Rudy Furnace Co., 
Dowagiac, Mich, 


Rybolt Heater Co., Ashland, Ohio 


Scheible-Moncrief Heater Co., 
Cleveland, Ohie 
Schill Bros. Co., Crestline, Ohio 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Heaters—Warm Air—Cont. 


Standard Furnace & Supply Co., 


Omaha, Neb. 


St. Louis Heating Co., 
St. Louis, Mo. | 


Waterloo Register Co., 
Waterloo, Iowa 


Wise Furnace Co., 


Akron, Ohio 


Horse Shoes. 
American Steel & Wire Co., 


Chicago, Ill. 


Humidifiers, 
Haynes, Kansas City, Mo. 
Indoor Closet. 
Independent Reg. & Mfg. 
A By "Ohio 
Jobbers—Hardware, 
Bullard & Gormley Co., 
Chicago, Ill. 
Clark-Smith Hardware Co., 
Peoria, Ill. 
Kettles—Copper. 
Maxwell-Kunin Co., Chicago, IIl. 


Kitchen Utensils. 
Lalance & Grosjean Mfg. Co. 


Chicago, Til. 


Ladder Supports. 


Wellman Supply Co., The, 
Springfield, Mass. 


Lath—Expanded Metal. 
Milwaukee Corrugating Co., 


Milwaukee, 


Wis. 


Machines—Crimping. 
Bertsch & Co., 


Cambridge City, 


Ind. 


Machinery—Culvert. 


Bertsch & Co., 
Cambridge City, 


Ind. 


Machines—Razor Blades. 
Hyfield Mfg. Co., 


New York, N. Y. 


Machines—Stove Pipe. 


Hemp & Co., 


St. Louis, Mo. 


Machines—Tinsmiths’. 
Bertsch & Co., 


Cambridge City, Ind. 


Dreis & Krump Mfg. Co 


Hemp & Co., 


Chicago, Ill. 
St. Louis, Mo. 


Knoedler, Frederick J., 


Philadelphia, Pa. 


Maplewood Machinery Co., 


Marshalltown Mfg. Co. 
eneiiown, Iowa 


Whitney Mfg. Co., W. 


Mailing Lists. 
Ross-Gould, St. Louis, Mo. 
Metals—Perforated. 

Harrington & King Perforating 
Co., Chicago, Ill. 
Miters. 
Friedley-Voshardt C>., 
Chicago, Ill. 
Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Nails—Wire. 


Chicago, Ill. 


Rockford, Ill. 


American Steel & Wire Co., 


Chicago, 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., 


Chicago, 


Gerock Bros. Mfg. Co. 





St. Louis, Mo. 


Til. 


Ill. 





Patterns—Furnace and Stove, 
Cleveland Castings Pattern Co., 
Cleveland, Ohio 
Quincy Pattern Co., Quincy, Il, 
Shaw & Son Co., The Geo. E., 
Cleveland, Ohio 
Taft Metal Pattern & Mfg. Co. 
Cleveland, Ohio 
Vedder Pattern Works, 
Troy, N. Y. 


Pipe and Fittings—Furnace. 


Carr Supply Co., Chicago, III. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Lamneck Co., W. E., 
Columbus, Ohio 


Manny Heating Supply Co., 
Chicago, Ill. 


Meyer & Bro. Co., F., Peoria, Ill, 


Michigan Safety Furnace Pipe 
0., Detroit, Mich. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove., 


Hemp & Co., St. Louis, Mo. 
Meyer & Bro. Co., F., Peoria, Ill. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Pipe—Conductor, 
Berger Bros. Co., 
Philadelphia, Pa, 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Il. 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 


Friedley-Voshardt Co., 
Chicago, Il. 


Hussey & Co., C. G., 
— Pa, 


Lupton’s Sons Co., Dav 
Philadelphia, Pa, 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Polish—Metal and Stove. 


Black Silk Stove Polish Co., 
Sterling, Ill. 


Posts—Steel Fence. 


American Steel & Wire Co., 
Chicago, III. 


Punches. 


Bertsch & Co., 
Cambridge City, Ind. 
Whitney Mfg. Co., W. A., 

Rockford, Tl. 


Whitney Metal Tool Co., 
Rockford, Il. 


tie > a Bench and 
Hand. 


Parker Supply Co., 


New York, N. Y. 


Punches—Hand. 


Parker Supply Co., 


New York, N. Y. 


a a + Ty. 


Parker Supply Co., 
New York, 








” ° 


N. Y. 
Ranges—Combination Gas & Coal. 


Malleable Iron Range Co., 
Beaver Dam, Wis. 


Quick Meal Steve Co., 
St. Louls, Me. 


Ranges—Gas. 


Quick Meal Stove Co 
t. 


Louis, Mo. 
Rasps. 

Heller Bros., Newark, N. J. 

Refrigerators—Iceless. 


Sedgwick Machine Works, 
New York, N. Y. 


Register Shields. 


Hall-Neal Furnace Co. 
Indianapolis, Ind, 
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